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Right now, while you are read- 
ing this, men are dying .. . 

merican men, giving their 
lives to establish beachheads 
from which they can sweep 
on to Victory. 


Battery powered communi- 
cation equipment is vital to 
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POWER THE ATTACK WITH WAR BONDS 


the success of these operations. 
Money is vital too—money 
to purchase this combat equip- 


ment. Your War Bond pur- 
chases will power their attack. 
Buy War Bonds with every 
spare dollar you have. 

Buy more than ever before. 








BATTERIES 


BUOY WAR BONDS \ae BUY WAR STAMPS 
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Wooster Wartime Brushes, 55% bristle 
and 45% horsehair, and Wooster War 
Emergency Brushes, made entirely of 
bristle substitutes, may be purchased in 
reasonable quantities from Wooster 
Distributors and resold either over-the- 
counter’ or to industrial users for any 
purpose. Under broadened provisions 
of the Amended WPB General Prefer- 
ence Order M-51 Wooster Distributors 
are qualifying for initial stocks and will 
gladly discuss current brush oppor- 
tunities with you. Talk it over with a 
Wooster Brush Distributor. 
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THE WOOSTER BRUSH CO. © WOOSTER, OHIO %, As 
Brush Manufacturers Since 1851/— Thru 4 Wars 44 wor? 
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POP AND MOM 
ARE COMING OUR KIDS WERE | 


VICTIMS OF WAR 


YOUR WAY cs 


Teen-agers in our town 


e ° . were running wild. 
Their kids —the ones we read about in the ES) EP 


newspapers — can be a source of new business dealer'who understands 











for you, as your community mobilizes to fight nat ore, 
. . . . . reduce our juvenile 
wartime juvenile delinquency with more ade- r hick 

















quate recreation at home and at school. 
With this advertisement in the June 17th 

SATURDAY EVENING POST, Yale highlights Sa De Sees te ies 

another promotion. in its “Wartime Progress 4 Eee 

Plan”, designed to help you sell more sports 

and recreation equipment this summer— 








building good will and store traffic for you * } 
‘ : f Fun At Home and School Stops “ Victory Vandols” 
while YALE locks and builders hardware have Combat wartime jevenite delinquency From archery, badminton and baseball, | 
with an adequate program for supervise to tennis equipment and tents .., there 
prec My ata rey feria makers of are mo priorities on the wholesome | 
gone to war. igmrist ae Saeees tease Spee i neem 


shop at youe neighborhood hardware be surprised at the many other products 
store for many of the products you still your local hardware dealer can still sup- 
can buy for healthy eceeueiees S your ply, for home and office, gardea or 
community, workshop, 


oti THE LOCKS RECOMMENDED BY THE 
WORLD'S LEADING LOCK EXPERTS 


tHE YALE 2 TOWNE MFG. CO, STAMFORD, CONN, U.S. A. 
Moker: of the famous Yale line of Locks, Door Chasers, Hordwere, Pumps, 
Hoists ond industrial Trecks. 






~YALE- 


SHOP AT YOUR LOCAL HARDWARE STORE 












































Yale Puts 3 Big Sales Movers 
into Your Business 


The name YALE helfs make the S$ale 


THE YALE & TOWNE Stimrono, conn..u.s. a: 
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/ WANT A 
VITROLITE TABLE 
7OP FOR MY 
: CAMP TABLE 
HERES 
THAT HOSE 
70 BE 


PATCHED, DOC. SOME L.0.F 











1/75 NOT 700 
FARLY 70 REPLACE 
BROKEN 
STORM SASH 


CAN YOU PUT 


SAFETY GLASS 
/N MY TANK 7? 


YOUR 
A/D DID 
THIS 


THE STARS 
AND STRIPES WERE 
ADOPTED 167 YRS. 
AGO THE 442 
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YOU 0070 
STRETCH MY 
A-CARD 
MILEAGE 7 
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Hardware Dealers’ Key to “Keep ’em Running”’ 


One hundred sixty-seven years ago 
A flag was born—to wave 

O’er many peoples, many creeds— 
Freedom's Fate to save. 


Today Old Glory flies on high 
With stature firm and bright, 
Qur Flag is still the symbol of 
Freedom, Hope and Right. 


Few American businesses can take more pride in the flags, 
bunting and other July Fourth decorations than the 
Hardware Dealer. For he is the keystone of an America at 
war—the retailer doing his full share to make things 
last for the duration. 

July assumes new significance in 1944, It is the month 
when Victory Gardens become productive for the home 
front. It’s the month when the housewife descends on the 
Hardware Dealer for glass jars, can rubbers, sealing wax, 


and a host of other canning materials. Even more im- 
portant, it’s the month when the dealer finds more to do 
than in any other in keeping the homes in his community 
running smoothly by fixing, repairing and replacing. 

But July is not too early for the Hardware Dealer to 
point out that Storm Sash for cold weather should be 
painted and fixed up, with good glass replacing broken or 
cracked glass. Of course the Hardware Dealer knows about 
Libbey:Owens-Ford Quality Window Glass—the glass 
whose qualities of greater clarity, flatness and strength 
make it the preferred window glass for millions of Ameri- 
can homes. If your supply of window glass is low, just 
phone your regular L-O-F Glass Distributor and he’ll 
bring you a new supply of this glass which cuts easier, 
with less breakage, because it’s annealed longer. Libbey- 
Owens‘Ford Glass Company, 3674 Nicholas Building, 
Toledo 3, Ohio. 
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LIBBEY: OWENS - FORD 
a Gueat Name n GLASS 
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«QD NATIONAL 
a © ..° 
5 € OR Advertising 
appears EVERY month—straight through the year 


The magazines used in 1944: Ladies’ Home Journal; Woman’s Home Companion; 

Better Homes & Gardens; Esquire; American Home; Fawcett Women’s Group. 

Over two hundred million CORY messages reach consumers during the year. 
Ads shown below have been reduced one half size. 


- --eNO “METAL TASTE” 
—brewing coffee by CORY 
Glass Vacuum Method 


FOR Beauly ano CBCoMor Coffee 


UNTOUCHED By METAL 


av 
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Make Your Store $ 
e é 
Waterproofing Headquarters | | 
You can stand 
squarely back of 
KAY-TITE 
It will positively 
prevent the seep- 
age of water. 
It’s guaranteed to 3 
do the job. A 
For cellar walls | 
and floors and all © 
masonry surfaces. : 
ee... Any one can apply 
it. Goes on like 
paint. 
Users are always 
enthusiastic boost- 
j ers. They will boost 
your store as the place 
to get real waterproof- 
ing satisfaction. 
Kay-Tite is packed’ in 10 Ib. 
packages and 60 Ib. b 
It comes in Grey and White. 
P | A 10 Ib. package will water- 
These strong, protective work gloves are the product of proof 100 to 150 sq. ft. 
one of America’s largest textile mills. They are Riegel- Write for complete in- 
controlled—-in one plant—from raw cotton to finished Ss. Send your 
glove. This single close supervision of every detail re- a 
sults in unexcelled quality—durability—economy. KAY-TITE COMPANY 
er jo West Orange, N. J. 
"The Right Glove Seer 13) For Ev b” . 
& Vera coe) or Every Jo Jobbers now selling Kay-Tite: 
CEE: - John Duer & Sons, Inc., Baltimore, Md.; Frederick Trading Co., Frederick, 
Md.; Martin Hardsocg Co., Pittsburgh, Pa.; Igoe Bros., Brooklyn, N. Y., 
RIEGEL TEXTILE CoO RPO RATION New Yor, N. Y.. Jomaies, N. Yn Beaters, Conn. Newent, B. 3.. Asbury 
. ark, N. J., and Hawthorne, N. J.; May Hardware Co., Washington, D. C.; 
342 Madison Avenue, New York 17, N. Y. Newark §pecialty Co., Newark, N. J.; Supplee-Biddle Hardware Co, Phila- 
delphia, Fo. 
af 7. s 
_ Magnificent Assortment of Book Ends 
Made of Terra Cotta Composition 
. 
in High-Grade Finish 
No. 4151Z Dachshund, very unique, *No. 4288Z. Reading Boy and 
inasmuch as the hund is cut in two, Studying Girl. 5 inches high. 
the two halves forming the book- Weight 48 Ibs. per doz. $30.00 
ends, 6% inches high. Weight 36 per doz. pairs. Also in Bronze 
Ibs. to the doz. $18.00 per doz. Finish. Very rich in appearance. 
pairs. 
*In Bronze Finish. Very Rich In Appearance. 
*No. 4287Z. School Boy and School Girl, 643 inches 
high. $30.00 per doz. pairs. Weight 48 Ibs. per doz. 
In Bronze Finish. Very rich in appearance. 
X In Bronze Finish and Colors ; 
No. 4240Z Pekinese, cut in two, . is é 
, A gorgeous line, the natural colors of the wild 3 
6% inches high. Weight 44 Ibs. to aus 4h eraati ifi tly ¢ No. 4285Z. Wild Ducks, 9 inches 3 
the doz. pairs. $18.00 per doz. pairs. uckS af CFSS, CONSFESING MAGMICENy Tom high. Weight 60 Ibs. to the doz. ? 
- - the bronze background. .00 per doz pairs. In Bronze * 
No. 4151, No. 4240 and No. 4282 are packed 1/6 doz. Finish and Colors. : 
f per pair in box. The other four numbers 1/12 Pi 
} doz. pairs in box. One doz. smallest quantity sold, z 
but may be assorted among all numbers. 5 
We Carry a Tremendous Assortment 
" of GIFT GOODS, ranging in price from $1.80 to $90. 
‘ per doz. Set Z of fully illustrated price lists will be 
F mailed to any HARDWARE DEALER on applica- 
k tion. 
No. 4282Z Double Horseheads, in xX — : 
full race. Highly fascinating. 6 MPORTING Bhar nanan ee & 
inches high. eight 48 Ibs. to the LEO KAUL AGENCY, inc at 
doz. $24.00 per doz. pairs. These No. 4286Z. Race Horse. 7% ; 
je ot be dy colors, inches high. Weight 66 Ibs. to = . 
very beautiful an elike. doz. irs. .00 doz. a 
115-119 So. Market St., Chicago 6, Ill. a ee — 
ey 
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__KIDDIG! 


JUVENILE HEALTH PROQUCTS, 8 eas MICHIGAN: AVENUE, CHICAGO 3, ILLINOIS 







1944 model, with Rubber Tires /is now ready and 
delivery can be made immedigtely from our ware- 
house stock. You will want fo take advantage of 
the excellent appeal of this fAscinating little vehicle 
shortages in hard lines. 
for $8.95, with standard 


to make up for some of yo 
It sells practically on sig 
discounts to you. 

The new 1944 Ki 
making it light as a 
hickory springs provide a very healthy action for the 
child, say pediatriciéns. 

The new Kiddigig is not a victory model but 
owes much of its/success to the cabinet construction 
in hard woods/and the improved features which 
only smooth yoods can give. Built to last. . . built 
for the child fo love. . . built for the dealer to profit. 

Write us/at once for full in- 
formation gr order your Kiddigigs 
now. Shjpped six to a carton, 
F. O. BJ Louisville. 


igig is perfectly balanced 
ther to wheel. Its patented 


oy 









Finished in natural wood grain, pleas- 
ing to the eye and to the touch. Its wood 
construction is warm and friendly with no 
sharp corners to injure or tear clothing, 


Built like a well-made piece of furniture. 
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~ Making stheng re ng 


' 


TRIB 


thiwae 


Giving a Truck the “guts” for the ruts... 
Making a Mower move “in the groove” 


A PRIME MOvER rushing supplies to the 
front .. . lurching over war-torn terrain 
with victory the reward of arrival on 
time or defeat the penalty of a breakdown 
. needs bolts and nuts that hang on for 
dear life. 
A lawn mower, needs bolts and 


but the re- 


too, 
nuts that resist vibration .. . 
quirements of a fast-moving assembly line 
also call for fasteners that mate easily, 
tighten up quickly, keep production roll- 
ing full speed ahead 


Whether your customer's product is ex- 


posed to stress, vibration and shocks, or 
chiefly to the time-clocking scrutiny of a 
cost accountant, he can do better fasten- 
ing with RB&W_ EMPIRE products. 
Remind your customers of the 99-year 
history of RB&W . . . asuccession of new 
processes for improving bolts and nuts. . . 
from the world's first automatic cold 
header to modern metal-working tech- 
niques for incorporating greater accuracy 
and strength and improved appearance. 
You can also tell your customers that 
developments now planned will make 


that make Chmerica stong 


their products even stronger and better. 
Remember, they are interested—not in 
kegs or cases of fasteners marketed as a 
commodity—but in safety, dependability 
and assured service, backed by the integ- 
rity of a progressive manufacturer. And 
that is what RB&W offers. 


Russell, Burdsall & Ward Bolt and Nut Company. 
Factories at: Port Chester, N. Y., Coraopolis, Pa., Rock 
Falls, i!!. Sales offices at: Philadelphia, Detroit, Chicago, 
Chattanooga, Los Angeles, Portiand, Seattle. 
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RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY | 
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ey ALL you friends of Eagle Lock 
we want to pass along some plans 
and thinking in “‘lockology”’ that we 
believe will be important to your post- 
war business. 


Down through the years you have 
helped Eagle build a great reputation 
for know-how. Yes, knowing how to 
apply lock manufacturing to the re- 
quirements of your business (and now 
to war business) has enabled us to 
travel far since the first lockmaker in 
the U. S. A. settled here in Terryville 
112 years ago. 


Eagle Lock Company’s know-how in 
locks and screws has been joined re- 
cently with the experience of Bowser, 
Inc., an organization that for more than 
half a century has been famous the 
world over for the quality of its liquid 


LOCKology 


metering and control devices, and more 
recently for its outstanding achieve- 
ments in the production of finest pre- 
cision war equipment. The long experi- 
ence and combined engineering skill of 
both the Eagle and Bowser organiza- 
tions is now available for the further 
development of Eagle products. 


For the duration, Eagle “‘lockology” 
will be available on first priority to the 
Army and Navy. Into their materiel is 
going, you may be sure, Eagle quality, 
Eagle security and Eagle craftsman- 
ship. But after Victory we will be con- 
centrating 100 per cent on your busi- 
ness again... and when that day comes 
you will be making greater sales and 
profits with a revitalized line of special- , 
ized hardware, newly engineered, newly 
styled, with alluring sales appeal. 































RIVETLESS SOCKET 


Another Exclusive “Ames” Improvement 


1—Smooth Socket..no sharp or rough edges. 
2—Less chance of handle breakage. 
3—Easy to rehandle. 


4—Handle securely fastened to shovel by a 
rivet at frog. 


5—Lower end of handle covered with metal 
cap which protects handle. 


“AMES” PRODUCTS 


4 
AMES . SHOVELS ... SPADES 
Since SCOOPS... FORKS 
1774 HOES... RAKES 


POST HOLE DIGGERS 
AGRICULTURAL HANDLES 


AMES BALDWIN WYOMING CO. 


PARKERSBURG, W. VA. ° NORTH EASTON, MASS. 
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Improved anager time to time you may find that your distributor has a sup- 


99 
C clone “Red Tag ply of U-S-S Cyclone “Red Tag” Hardware Cloth and Screen 
y . Cloth on hand to meet essential home-front needs. There isn’t nearly 
Quality enough to fill a// home-front requirements, but after war demands 
—_— are met, and these demands are still heavy, there may be some left 
os making over for your distributor. 

one “Red Your jobber will do his best to see that his limited supplies of 
U-S-S Cyclone “Red Tag” Hardware Cloth and Screen Cloth are 
distributed wisely. Keep in touch with him. He will be glad to 

keep you advised on available supplies of “Red Tag” products. 


Our engineers and 


have always kept - 


ll be mighty glad to 


Red Tag” Hardware HARDWARE CLOTH SCREEN CLOTH 
Burner Bas- . . 


customers wi 

get Cydohie _= 
y Screen Clot", asd 
aang Lawn Fence when sup 
e 


plies become plentiful again. 





CYCLONE FENCE DIVISION 


ARDWAR E (AMERICAN STEEL & WIRE COMPANY) 
PRODUC TS Waukegan, Illinois - Branches in principal cities 
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UNIPBe STATES STEEL 
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United States Steel Export Company, New York 













They'll be 


EVEN BETTER 


After the War 














The manufacture of civilian 
items gives way to war's de- 
mands, and the materials for- 
merly used in making the Union 
Steel Products shown here are 
ear-marked for fighting equip- 
ment. But as Union Steel's fa- 
cilities are devoted to war pro- 
duction, the resourcefulness and 
imagination that produced this 
highly salable line of merchan- 
dise continues. And after this 
Nation has fought its way back 
to Peace, popular Union Steel 
Hi-Lo Picnic Stoves, Zipper Top 
Rubbish Burners, Multi-Line 
Clothes Dryers, etc., will be 
back in your store—more attrac- 
tive and appealing than ever 


UNION STEEL 


PRODUCTS CO. 


126 North Berrien Street, 
Albion, Mich. 











































Transom Chain 
—a Champion 











No. 4010 


12” . 15” 


This popular transom chain is widely used in gov- 
ernment work. We supply other types of chain 
assemblies necessary in the fabricating of chests for 
various branches of the Armed Forces. 

Quotations for special chain assemblies available 
upon request. 

Transom chains and chain assemblies supplied 
in permissible finishes. 











THE CHAMPION HARDWARE COMPANY 

















DEARBORN 


WORLD'S FINEST, SAFEST 


GAS HEATERS 


Increase your profits. Join the swing 

to Desrborn, the complete line of vented 
\ and unvented heaters offering out- 
\ :tanding Safety and Convenience fea- 
S ures plus Matchless Performance. 

t’s the Quality line that leads in sales 
) from coast to coast. 


FEATURES THAT SELL 


Ultra-smart App Air 
Cabinets—Hi Crown Burners—Auto- 
matic Lighting—Syphonaire Chassis— 
Super Glo Radiants—A.G.A. Ap- 
proval. These are features that make 
Dearborn heaters truly Outstanding. 
They Offer a Talkable—Visible and 
Saleable difference. 


WRITE FOR LITERATURE 


AIR COOLED CABINETS 
For Papetyy 


Air Insulated Cabinets end the fire hazard. The cabinet never gets hot. Yes, you 
can install it against the wall—tight. No blistered woodwork. No scorched = 
tains. No seared fingers. ‘No burned furniture. The syphonaire chassis is o e 
seeret. It’s patented. Dearborn’s famous cool cabinet feature is a major contribu- 
tion to safety. 









NAT. BUT. 
MFG. PRO. 
MIX. GAS. 





FAMOUS HI-CROWN BURNER 
with Blue Fiame Pilot Light 
ALL Dearborn Heaters have this costlier but definitely superior Hi-Crown Burner 


and Blue Flame Pilot Light. You get unequalled burner performance plus the 
convenience and safety of Automatic Lighting. 


DEARBORN STOVE COMPANY 


3256 Milwaukee Ave., Chicago, II. 3625 8. Grand Ave., Los Angeles, Cailf. 
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~ 
if At Home, DUCK BILL 


Would Be Busting Out 
of His Cage 


Because restrictions 
on the manufacture of 
ballcocks have been 
lifted and an AA-3 
rating allotted to 
manufacturers. 


BU T. @@ Duck Bill doesn’t live here 


.. he’s off helping our fighting men, 














anymore . 
so our full production is on war work with 
AAA or AA-1 ratings. 
supply you with ballcocks. 


That’s why we can’t 
We simply can- 
not make them as long as the products of war 


are needed. We know you'll understand. 





ROCKFORD BRASS WORKS 


ROCKFORD, ILLINOIS 
The Complete Line of 
Goad Since 1890” 


nuj)/ / 
Plumbing BraAA 
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THE BIG NAME IN LAWN MOWERS 
AFTER THE WAR, WILL STILL BE 


JACOBSEN 


V.-¥( 
























@ Jacobsen has always built lawn mowers of outstana- 
ing quality, and this in-built quality is being demon- 
strated today as never before. Many Jacobsen Mowers, 
20 years old, are still carrying on—doing a good 
job during these days when new mowers cannot be 
had. Because of the splendid record, Jacobsen Mowers 
have made in the past and are making today, there 
will be a big demand for them when peacetime 
production begins. Meanwhile, Jacobsen 2-Cycle En- 
gines in war work are proving again the excellence 
of Jacobsen engineering skill. 


Find out now whether or not there is an opening 
for a Jacobsen dealer in your vicinity. It will be one of 
the coveted lines among progressive hardware dealers 
after the war. 


Jacobsen Water 
Systems—shallow 
and deep-well types 





Jacobsen Lawn 
Queen Power 
Mower 








Jacobsen 
All-Steel 
Hand Mower 








JOHNSTON 
Hand and Power Mowers — 

factured by Joh Lawn 
Mower Corporation, Ottumwa, 
Iowa, a Division of Jacobsen 
Manufacturing Company. 














Keep on buying acobsen 
WAR BONDS 








































General Offices and Factory of The Cleveland Chain & Mfg. Co., Cleveland, Ohio—a source 
of supply to depend on in the post-war period for all types of Welded and Weldless Chain. 


The Cleveland Chain & Mfg. Co. had its part in the 
production of the vast quantities of Chain used by the 
great Invasion Armada that stormed the beaches of 
Nazi-occupied Europe. Until “Full Victory” for the 
PROOF AND BBB Allied Armies becomes a reality we shall never slacken 
our pace in supplying Chain for equipment American 
COIL CHAIN fighting men must have to win this war. 


Straight or Twist Link 
chain. Electric or Fire 
mec: =A ULEVELAND 


Galvanized Finish. 
Welded and Weldless 


sb (HAW ® 


Highest Quality Since 1869 














[he Cleveland C'Aain LLL Go. Cleveland, Ohio 
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. A Message to Myers Dealers: 


Most people see your store wiridows a lot oftener than 
they get inside your store —and many of the passers-by 
are good water system prospects. The best way — and the 
best place—to reach and impress these prospects is at 
your store, through your window and store displays of 
pumping equipment. Get this profitable merchandise up 
in front—and use Myers decals on your store windows; 
also put these decals on your service truck and car. We 
offer a complete program for local cooperation. Use this 
cost-free material now to build prospects for future sales. 
As the Myers dealer you are entitled to this free service 
and we recommend that you use it. 


THE F. E. MYERS & BRO. CO. 
1012 Church St., Ashland, Ohio 
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WATER SYSTEMS + PUMPS SPRAYERS + HAY UNLOADING TOOLS 
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Off for Home, 


with loaded cars| 








Saturday afternoon. Up and down Main Street, farmers’ families are stowing bundles and 

packages in their cars—wondering where they themselves will find room to sit. Junior 

bought those radio parts, scarce as hens’ teeth today. Mother and Sis have visited shop after 

shop for armfuls of items they’ve talked about all week. Dad’s been to the hardware and 

feed stores and had a long talk with his implement dealer. The biggest part of those car- i 
loads consists of things that rural people have read about in FARM JOURNAL and bought 

from dealers who feature FARM JOURNAL advertised products. 





Rural Americans’ now have the biggest income in those rural dollars half way. It’s easy. Use FARM 
their history. They are spending a large part of JOURNALas your guide to the products it pays to 
those extra billions for things they can get today— stock and show. FARM JOURNAL is read by 
investing another large part in war bonds which over 2,500,000 rural families. It is America’s 
assure their spending power tomorrow. Meet largest rural magazine, strongest in sales influence. 
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These are the products in your line advertised in Of the 

current issues of the FARM JOURNAL. Display them. FIRST FOUR 4 
ONLY ONE | 

ALCOA ALUMINUM EVEREADY FLASHLIGHT PITTSBURGH PAINTS 

ARMCO STEELS BATTERIES PLANET JR. TOOLS covers the rural market j 

BALL ALL-GLASS JARS FOLEY FOOD MILL PRATT’S C-KA-GENE 2 

BILTRITE RUBBER HEELS FRIGIDAIRE PRESTO JARS : 

BLACK LEAF 40 GARDNER HI-LINE wan Wane ik 

BOSS KEROSENE STOVES CONTROLLERS RCA PRODUCTS rane 5 


BURKS WATER SYSTEMS 
BURPEE CAN SEALERS & 
PRESSURE CANNERS 
CARBORUNDUM FILES 
CAT'S PAW RUBBER HEELS 


& SOLES 
CHORE ° va CLEANER 


CLO! 
COLEMAN APPLIANCES 
CYANOGAS 

DEEPFREEZE 

DISSTON SAWS 

DUTCH BOY WHITE LEAD 
EAGLE BRAND WATER BAGS 


GATOR ROACH HIVES 

GENERAL ELECTRIC 

GOLDEN FLEECE POT CLEANER 
HAMMOND’S SLUG SHOT 

DR. HESS & CLARK PAN-A-MIN 
KELVINATOR 

KERR MASON JARS & CAPS 
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Successful merchandising is based on facts. Write today and have us tell you how many 
FARM JOURNAL subscribers live in your own county. In two out of three U. S. counties 
(practically all but the metropolitan areas) the FARM JOURNAL has more readers than 
Life, The Saturday Evening Post, or Collier’s. 





FARM 


GRAHAM PATTERSON, Publisher Washington Square, PHILADELPHIA 5 


JOURNAL 
ano Fareeers Wifi 





16 HARDWARE AGE [| JU 














MACKLIN 
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Sharpening Stones for 
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“Macklin high quality abrasive 
products for every grinding and 
sharpening purpose.’ 













MACKLIN COMPANY 


Manufacturers of GRINDING WHEELS JACKSON, MICHIGAN, U.S.A 


Distributors | principal cities 


New York Detroit burgh eveland 
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Time was when a file was simply “a many-toothed imple- 
ment for abrading the surface or edges of metals and other 
materials.” From it grew a range of shapes and sizes, with 
selection of cuts, of different coarsenesses, running from 
“single,” “double” and “rasp” to a wide variety of “special” 
cuts for special-purpose files. 

Today, with Nicholson setting the pace, there are liter- 
ally thousands of kinds, cuts and sizes — each designed for 
some particular type of material and operation ... Sas doing 
work better and quicker. 

Oddly enough, it is in their minuter details — the teeth 

-that files have one of their greatest distinctions. Look 
at the teeth of different files, through a magnifying glass or 


microscope. Height, thickness, spacing, angle, type of edge, 
relative depth of overcut and upcut — all make for different 
combinations and characteristics. For instance, certain 
Nicholson files have patented serrated-tooth construction, 
in which the teeth themselves have “little teeth” to provide 
successive cutting edges as others wear down. (See micro- 
graph at left.) 

Thus, selecting The right file for the job is vitally im- 
portant. Hardware-store salespeople can become more effi- 
cient by qualifying themselves to help customers in this 
direction — by being able to recommend the right file, say, 
for hard steels, castings, soft metals, rough filing (fast metal 
removal), smooth-finishing, saw filing (hand, crosscut, 
circulars), and so forth. A representative hardware-store 
stock includes most of the general-purpose files needed m 
the average community, 


“FILE FILOSOPHY''—FREE in usable quantities for hardware-store 
employees—contains much elementary and considerable advanced infor- 
mation on kinds, use and care of files. With 48 interesting, profusely 
illustrated pages, ‘‘File Filosophy,’’ prepared by the world’s largest file 
manufacturer, is the most authoritative book of its kind. How many 
copies do you need? 


NICHOLSON FILE COMPANY, 25 ACORN STREET, PROVIDENCE 1, R. I., U. S.A. 


(Also Canadian Plant, Port Hope, Ontario’ 
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Available to you, when 
_ present limitations are 


) | removed, for more profit- 
ae able hair clipper sales. 
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Growing recognition of the importance of 


mand for hair clippers for home use — and 
offers you an opportunity for new profits 


after the war. 


Oster Hair Clippers help you get a sizeable 
share of this business. For Oster — maker 
of equipment famous in the hair-cutting 
field for more than 20 years 
— knows how to build hair 


clippers so that your cus- 


JOHN OSTER MFG. 








personal appearance creates a substantial de-, 
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HAIR CLIPPERS 


tomers enjoy complete satisfaction. 


The Oster trademark is assurance of an 
easy-operating clipper — one that maintains 
its keen cutting edge . . . that gives customers 
the long life that makes them feel their 
money was well-spent . . . that provides you 
with features you can really sell. 

So — after the war — look to Oster for 

hair clippers that help you 


a ring the cash register more 





often. Ask your jobber. 
H-1 
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Your 23rd Annual “Who Makes It?” Isswe— 
Your 3rd Streamlined, “One-Stop” Directory 


Edition—the Original, at No Extra Cost:— 


The next issue of Harp- 
WARE AGE will be the 23rd 
Annual Merchandise Directory 
and Catalog Issue, dated July 
20, 1944. (It is better known 
as the “Who Makes It?” Issue 
and is easily the “most used” 
hardware industry and trade 
directory issue). At no extra 
cost to our subscribers, this 
“plus” issue (plus for readers 
and advertisers both), for the 
23rd time will be in the mails 
in about two weeks. It is one 
of the many basic services 
originated and rendered by 
this publication since it was 
founded in 1855—a service 
copied in several different in- 
dustries, as well as in the hard- 
ware business, and in other 
countries, 

Your 1944-45 “Who Makes 
It?” Issue provides the names, 
addresses and trade names. 
alphabetically arranged, for 
an extremely wide line of 
hardware, tools and related 
merchandise that is salable, 
normally, through wholesale- 
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retail hardware channels. 
Some of these lines may not be 
available for the duration, but 
as we approach victory it is at 
least hoped that more goods 
now on the critical list may be 
obtainable soon and as _ this 
particular edition may live to 
see the victory, it has special 
importance to our readers. 

More than 800 manufactur- 
ers have provided more than 
530 pages of abbreviated cata- 
logs of their products—to as- 
sist you. The “Index to Prod- 
ucts Information,” printed on 
colored paper in the front of 
the book, facilitates your find- 
ing the data covered in these 
condensed catalog - advertise- 
ments. 

Among the general listings 
are 5600 main headings or 
products headings, more than 
12,000 individual manufac- 
turer’s names, addresses and 
trade names—in all about 60,- 
000 listings—all arranged to 
save the buyers’ time and to 
enable them to quickly locate 


required data on the many 
lines incident to hardware dis- 
tribution. 

Again, for the third time, 
these listings are streamlined 
providing readers a_ truly 
“one-stop” service. Under any 
desired product heading you 
can quickly locate a manufac- 
turer by either the company 
name or the trade name of the 
product — alphabetically ar- 
ranged and all in one place 
under both company name and 
trade-name. You don’t have 
to look in more than one place 
to get the information you 
want in the HARDWARE AGE 
Directory Issue. ° 

In addition to these features, 
readers will find a very useful 
reference section in the back 
of the book—tables, charts, 
store diagrams, inventory 
helps, suggestions for simple 
and efficient display fixtures 
and a wealth of other impor- 
tant information helpful to the 
conduct of a hardware busi- 
ness both in war-time and in 
the immediate post-war period. 

As a regular subscriber of 
Harpware AGE, you will re- 
ceive your 1944-45 annual 
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“Who Makes It?” Issue in ap- 
proximately two weeks. It is 
easily the most valuable and 


useful volume, from any 
source, that is available to 
hardware buyers. Watch for 
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Watch Your Inventory—on Both 
“Duration” and Normal Goods:— 


From this time on, to the 
close of the war and up to the 
immediate post-war era, hard- 
ware distributors face the true 
acid test of good management. 
They face the necessity of 
keeping in business with what- 
ever goods they can get and, 
at the same time, must main- 
tain their inventories under 
rigid control so that their cash 
position is as strong as pos- 
sible when normal and new 
merchandise is made avail- 
able. These two principles are 
admittedly somewhat contra- 
dictory — yet equally ines- 
capable in the current hard- 
ware distribution picture. 

It is especially important 
that “ersatz” goods stocks be 
restricted to a frequent turn- 
over basis, as much if not all 
of such merchandise is over- 
priced by anything approach- 
ing normal standards, and will 
have little demand when better 
and newer goods are available. 

All new lines taken on as an 
expedient for the duration are 
not in the “ersatz” category 
and many such lines will and 
should be continued in the 
post-war period as an addi- 
tion to the normal variety of 
hardware store goods which 
will return. 

The post-war period prom- 
ises hardware dealers some 
great opportunities for doing 
a bigger and better business— 
those who are in a cash posi- 
tion to invest in new lines, and 
in the return of familiar goods 
which have always character- 
ized a hardware business, An 
outstanding example of post- 
war opportunities. for hard- 
ware stores is in the return of 


major appliances where sub- 
stantial investments for inven- 
tory, selling, promotion and 
service facilities must be con- 
templated. 

Just how soon we may ex- 
pect the return of civilian 
goods production on a large 
scale is difficult to predict ac- 
curately. In Washington, in 
the same building and same 
hour, you can obtain very con- 
flicting yet thoroughly honest 
viewpoints on this question. 


* 


your copy! You will find it in- 
valuable throughout the year. 
Keep it and use it! 


Our own opinion continues to 
be the belief that it will be 
some time before we can ex- 
pect any important volume of 
civilian goods production, yet 
we also feel that when it does 
come, however long delayed, it 
will really come quickly. For 
that reason, we urge extreme 
discretion in controlling inven- 
tories. Stay in business with 
inventories on a turnover basis 
and keep as strong a cash posi- 
tion as possible so that when 
the great dam breaks you will 
be ready for it and able to 
meet the situation to advan- 
tage. 


* 


What Is a Small Business? The Term 


Is Relative and Too Loosely Employed:— 


Having read and _ heard 
statements of more than two 
score champions of “small 
business” and agreeing, in the 
main, with their one common 
premise—that larger business- 
es probably can take care of 
their own post-war problems 
and that small businesses may 
need help, I am now greatly 
perplexed with the question 
“What is a small business?” 

It would seem that the term 
“small business” is a relative 
term and that too many cham- 
pions of this cause, some new- 
ly self-appointed and others a 
long time genuinely interested 
in the question, restrict their 
thinking to small manufactur- 
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Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 58 








ing plants—whereas, broadly 
speaking, it is the thousands of 
small wholesale and retail dis- 
tributors, in many fields, who 
really face a possible acute sit- 
uation when the war is over. 
Also, too many of these “small 
business champions” gage the 
size of a business solely on the 
number of employees involved 
and thereby provide anything 
but comfort to many hardware 
dealers. 

A department store with 50 
to 75 employees, or a factory 
with 125 to 150 on the pay- 
roll might be, relatively, small 
business in those respective 
fields. Yet a retail hardware 
store with 15 to 25 employees 
is definitely a fairly large 
business. A hardware mer- 
chant who has 50 or more on 
his payroll is an outstanding 
operator and, in the retail hard- 
ware field, is “big business.” 

These are fundamentals that 


should be recognized by mem- 
(Continued on page 74) 
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SECURITY HARDWARE 


1944 MODELS 
if 
f 


You won’t recognize these ILCO hardware products as anything 
you’ve ever sold. They’re quite different — and they’re being dis- 
tributed through entirely different channels ... they’re ILCO 
Fuzes for deadly shells and bombs for the world battle fronts, 
more than 16,000,000 of which have been produced to date. 
Yes, Independent Lock is devoting most of its great manu- 
facturing resources to help win the war. That is why you can get 
only a small fraction of the Security Hardware you could sell 
these days . . . and why all you buy must be on a priority basis. 
But, just as soon as Victory is won, ILCO will be ready for quick 
peacetime production . . . for the speedy deliveries that will help 
you to get your early share of the expected postwar sales volume 


on all types of hardware. 


x* 


You can still buy ILCO Security Hardware for war essen- 
tial needs, under WPB-547. Such orders will receive our best 
attention, and we will gladly assist you toward interpreting 


priorities. 


Independent Lock Company 
Fitchburg, Massachusetts 
Branches in All Principal Cities 
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cs various articles 


appearing in your forum on post- 
war planning have been instruc- 
tive and enlightening. The very 
fact so many practical business- 
men are giving freely of their time 
to a consideration of the post-war 
period, is a healthy sign. Such 
thinking is evidence of hope, vi- 
sion and courage, all of which are 
necessary pre-requisites to an in- 
telligent solution of post-war prob- 
lems. 

I do not agree, however, with 
those who want the post-war pe- 
riod to start where the pre-war 
period ended. It is my firm con- 
viction we cannot intelligently plan 
for the future nor guarantee the 
perpetuation of free enterprise un- 
less we first make a determined 
effort to correct the many business 
abuses and mistakes which have 
developed within our economy 
over a period of time. From these 
errors of the past have grown the 
present threats to free enterprise. 

In looking back at the decade 
prior to Pearl Harbor, it seems 
quite apparent our business econ- 
omy was not functioning as 
smoothly as it should have been. 
There was an air of uncertainty 


Hardware Age 


Post-War Forum 





“Either in government or in busi- 
ness, centralization is the only 
force capable of destroying man’s 
mastery over his destiny. There- 
fore, it appears the most impor- 
tant goal to be considered in all 
post-war plans is the goal of de- 
centralization both in government 
and in business.” 


which manifested itself most in- 
tensely perhaps, in the changing 
political concepts concerning the 
functions and operations of the 
Federal Government. Since it is 
impossible to divorce the political 
trends of a republic from the op- 
eration of its economic machinery, 
it is only logical to search for the 
causes of uncertainty and trouble 
where they are most likely to be 
found, and that is in the function- 
ing of the economic system itself. 


We Must Have Courage 


We are not going to solve post- 
war problems by pussyfooting or 
avoiding and circumventing is- 
sues. If certain business prac- 
tices were wrong in the past, and 
such practices contributed toward 
the present sad plight of our sys- 
tem of free enterprise, then we 
must have the courage to name 
names and make certain such 
practices can never again impede 
the general prosperity and the po- 
litical stability of this nation. 

I have not yet read post-war 
plans that dealt with anything but 
expansion, more efficient opera- 
tions, markets and jobs for return- 
ing servicemen. As important as 
these factors are to any post-war 
plan, they do not in themselves 
contemplate anything more than 
mere attainable material things. 
Could we build any more safely 


for the future with such factors 
alone without the recognition that 
we must rededicate, re-establish 
and re-create those certain elemen- 
tary economic principles of free 
enterprise constituting the founda- 
tion upon which all our freedoms 
are secured? Do we not other- 
wise build on the crumbling sand 
of pre-Pearl Harbor business 
abuses? 

Yes, I’m for business expansion, 
for such expansion as is possible 
with the use of all the integrity, 
ability, energy, intelligence and 
courage each business owner re- 
ceives as his natural endowment, 
but I’m against the expansions 
based upon tricky financial ma- 
neuvers. I’m against the mergers 
and expansions bordering on mo- 
nopoly. I’m against expansions 
which disregard or interfere with 
the rights of the individual to 
exercise his constitutional rights 
of free and fair competition with 
his fellowmen. 


Efficiency Needed 


I'd like to see business develop 
more efficient operations in the 
post-war period. But I don’t want 
to see such efficiencies achieved 
through the exploitation of em- 
ployees. I think the chains have 
made a great mistake in advertis- 
ing how their preferred discounts 
and other so-called “efficient” op- 
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ent and in Business is the Goal! 


ARNOLD VANDEN WYMELENBERG 


erations have brought down prices 
to consumers. Such advertising 
has resulted in a general public 
misconception of business opera- 
tions. It has resulted in an under- 
mining of public confidence in the 
independent businessman and 
weakened public respect for our 
entire system of free enterprise. 
The public has not been acquaint- 
ed with all the facts concerning 
such “efficiencies” and must neces- 
sarily draw wrong conclusions. 
After all, efficiencies achieved 
through secret discounts, secret 
advertising allowances, strict em- 
ployee control and gigantic finan- 
cial manipulations, not only con- 
tribute to the growth of monopo- 
listic enterprises, but also interfere 
with opportunity for individual 
business ownership. In our system 
we can’t eliminate the “middle- 
man,” as the chains so proudly 
advertise they do, without also ul- 
timately eliminating our system of 
private individual business owner- 
ship. We want neither an eco- 
nomic dictatorship based upon the 
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glorification of the efficiencies 
upon which the chains justify their 
existence any more than we want 
a political dictatorship based upon 
the efficiencies Hitler or Stalin 
claims to have achieved. Let’s 
glorify principles a little more and 
these pre-war business “efficien- 
cies” a little less if we are really 
interested in preserving free en- 
terprise in a post-war world. 


An Unlimited Market 


I think the post-war market is 
almost unlimited. The potential- 
ities stagger the imagination. At 
least it will be for a few years im- 
mediately following the war. We 
need not, then, concern ourselves 
over the immediate post-war mar- 
kets. The long range market is 
more important. That market too, 
is unlimited if we are able to 
maintain a reasonably high wage 
level and if we will be able to elim- 
inate government interference and 
competition, and if we can de- 
centralize government operations 


By ARNOLD VANDEN WYMELENBERG 


Van's Hardware, 
Green Bay, Wis. 


so that taxation will not eat too 
deeply into the national income, 
or stifle incentives. 


Unhindered Opportunity 


I’m not satisfied with merely 
providing jobs for returning ser- 
vicemen. Jobs are all important 
of course, but jobs for service- 
men only will not solve our un- 
employment problems. The mil- 
lions of civilian workers, too, will 
need jobs, and they must be in- 
cluded in our post-war employ- 
ment plans. Jobs alone, however, 
will not permanently solve those 
social and_ political problems 
which are bound to arise in a na- 
tion operating upon the _philos- 
ophy of individualism. To meet 
those collectivistic threats, which 
are ever present in a system such 
as ours, jobs must be accompan- 
ied by the assurance that each in- 
dividual shall have an unhindered 
opportunity to seek self determina- 
tion and self expression in per- 
sonal business ownership, with 
success dependent upon his own 
merits, intelligence, integrity and 
ability. We cannot create such 
an economic atmosphere unless we 
eliminate from our tconomy all 
those practices which give gigantic 
interstate chain organizations ad- 
vantages in buying, in advertising 
and in influence over legislation. 
Such an atmosphere is impossible 
should the distribution field con- 
tinue the centraliizng trend of the 
past several decades. The inevita- 
ble result of more such centraliza- 
tion will be to create an even more 
powerful centralized political force 
than we now have and such force 
is bound to ultimately result in a 



































Join the Hardware Age Post-War Forum! 


Plans must be made for business when the war is over and these 
plans must be made as soon as possible. They must be made as the 
result of mature deliberation and they must not be hurried in the mak- 
ing. Every branch of business—manufacturers, wholesalers and retail- 
ers—must be in a position to enter in upon the post-war era as soon as 
the final gun has sounded. Opportunities will be plentiful after the war, 
competition will be keener and there will be many new and interesting 
phases to the business of distribution. Don’t wait—make your plans now! 

The Hardware Age Post-War Forum is devoted to an exchange of 
ideas on this vital subject of post-war thinking and planning. You are 
invited to take an active part in its deliberatons and to contribute your 


ideas upon this vital subject. 








collectivistic policy of government 
control over all private business. 
The merchandising business must 
be restored to local ownership and 
operation or there will not be 
enough business owners to offset 
the opposing anti-individualistic 
forces constantly striving for cen- 
tralization of government and 
business. 

I would like to see a real effort 
made by private business—manu- 
facturer, wholesaler, retailer—to 
combat the cooperative movement 
which is making such rapid 
strides. They ought to be elimi- 
nated from our post war economy. 
Cooperatives cannot stand on their 
own feet, but need special priv- 
ileges to enable them to exist. Co- 
operatives have obtained these 
special privileges solely by reason 
of their organized efforts. - Busi- 
ness, in its present wartime dis- 
organized state, cannot obtain the 
legislation necessary to deny co- 
operatives the special privileges 
they now enjoy. 

Summing up, the fate of free 
enterprise in the American _post- 
war world seems to depend on the 
following: 

1. A determined effort to eradi- 
cate those business abuses which 
tend to create monopoly and cen- 
tralized ownership. Fair competi- 
tion must be 
every business must be made to 
play the business game according 
to the same rules. 

2. The furnishing of jobs with- 
out furnishing an atmosphere for 
hope of eventual business owner- 
ship creates the psychological ef- 
fect of frustration, dissatisfaction. 
resentment and servility. Free en- 
terprise cannot long last where 
great numbers of people are har- 
boring such feelings. 

3. Principles must play a more 
important part in business in the 


emphasized and 
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post-war world or the “dog eat 
dog” competition becomes so de- 
structive as to threaten the eco- 
nomic and political stability of the 
nation. 

4. Business must exercise more 
voluntary control over its prac- 
tices, or government will step in 
to enforce such control. 

5. Business needs organization 
to successfully combat the cooper- 
atives and other anti-private en- 
terprise threats which have gained 
impetus in the abnormal war con- 
ditions. 

6. Business must not plunge 
into the post-war market scramble 
without recognizing its responsi- 
bilities for the maintenance of our 
system of free enterprise. 

Above all, we must recognize 
that the producing, selling and 
consumption of merchandise which 
we term “business,” are mere 
physical functions of man’s enter- 


prise, ingenuity and resourceful- 
ness. Automobiles, refrigerators 
and all the comforts of an indus- 
trial age may change his mode of 
living but they cannot change hu- 
man nature, human emotions, de- 
sires and hopes. Therefore, the 
thing we call “business” must al- 
ways remain the servant of man. 
It must never become his master 
any more than government can be 
permitted to become his master. 

The glaring faults of the inde- 
pendent businessman are of minor 
importance when measured in 
terms of other than material 
things. So long as business re- 
mains decentralized man can re- 
main the master of his own des- 
tiny. Centralization either in gov- 
ernment or in business is the only 
force capable of destroying man’s 
mastery over his destiny. There- 
fore, it appears the most impor- 
tant goal to be considered in all 
post-war plans is the goal of de- 
centralization “both in government 
and in business.” 


Surely it is such a decentralized 
business and: political world to 
which the boys in the fox holes 
must dream of returning. It was 
such a decentralized nation our 
grandfathers handed to us in the 
early 1900’s and it is the only 
kind of a nation worthwhile hand- 
ing on to our own children. 








Signs Help Sell More Merchandise 








Mahowald Hardware, Faribault, Minn., which also operates stores at 

Mankato and Fairmont, Minn., uses some neat posted signs in its store 

to call attention to items on sale at the store. These signs are all of 

standard size and are hung in a row across the entire width of the store 
where they can be seen by anyone entering the store. 
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Well Drilling Department Helps Sell 
More Water Systems and Farm Goods 


Gulbrandsen Hardware 
Co., Albert Lea, Minn., 
finds that this type 
of service paves the 
way for many sales in 
numerous other lines 





Gulbrandsen’s well drilling 
outfit about to bring water 
to another Minnesota farmer. 


) a man who drills 


a well is usually in a position to 
sell the homeowner water systems 
and other material. This is the 
belief of Einar Gulbrandsen, own- 
er of the Gulbrandsen Hardware 
Co., Albert Lea, Minn. More than 
a year ago Mr. Gulbrandsen 
bought a well drilling outfit from 
a local driller for several hundred 








dollars and has been keeping it 
busy ever since drilling wells for 
town and rural residents. 

Not only- that, but Mr. Gul- 
brandsen was able to persuade the 
former owner of the well drilling 
outfit to take charge of well drill- 
ing operations. Thus, he has an 
experienced well driller to handle 
the setup. Furthermore, one of 





Mr. Gulbrandsen’s service depart- 
ment men is used as a helper in 
these well drilling operations, and 
he divides his time between jobs. 
In this way, there’ is work for the 
two men every day of the month 
on one job or another. 

“So far, I have found that this 
well drilling feature fits in with 
my hardware business very well,” 
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Emblem of the Electric Water Systems Council which is publicizing the 
story of running water, as obtained through the use of electric water sys- 
tems. The Council is comprised of some manufacturers of water systems 
and the Edison Electric Institute representing electric service companies. It 
has emphasized the importance of running water in a bulletin by stating, 
“Running water is decidedly a ‘must’ in the opinion of thousands of fami- 
lies who are today enjoying electric service. Running water to suburban 
and rural residents represents the peak of city comforts. No matter how 
many other conveniences they may have, the new comfort consciousness 
generated by the spread of electric power places running water at the head 
of the list. Every survey taken among farm families proves that running 
water is first .. . Statistics prove that only in the rarest instance is a water 
system a single sale. Multiple sales always follow.” 













































says Mr. Gulbrandsen. “In the 
first place, it is profitable in itself. 
Prices are governed by standards 
at so much per foot drilled. There 
is a considerable demand for wells 
from people living in suburban 
areas and also on farms. There 
has been a lot of talk lately about 
many additional water systems go- 
ing into farms before the end of 
the war. This, too, should stimu- 
late the drilling of wells.” 

The farmer or homeowner who 
actually needs a well can get the 
job done and also the materials 
for it, because the government rec- 


ognizes the necessity of good 
water. Farmers especially need 
plenty of water for poultry and 
livestock. Efficient farm water 
systems help to ease the labor load 
during wartime as well as peace- 
time. 


Helps Maintain Contacts 


The Gulbrandsen store has han- 
dled farm water systems and other 
items for farmers for a number of 
years. While war conditions have 
cut down on the availability of 
some of these items, Mr. Gul- 
brandsen sees a fine volume of 


business on such items after the 
war. His well drilling outfit, aside 
from making a profit on its oper- 
ations, is also a very important 
way of maintaining contacts with 
farmers regularly. Such contacts 
are going to be very valuable in 
handling post-war business. 

The government has recently 
eased some of the regulations gov- 
erning the well drilling industry 
and this makes operations a little 
better in getting wells drilled fas- 
ter and in getting equipment in- 
stalled to make water systems 
function properly. 


Successful Reconversion Responsibility 
Of Industry, Nelson Tells Congress 


Statement by WPB Head to House Committee June 7 Conflicts 
with His Statement to Senate Committee on April 27 


Es the re- 


sponsibility for successful reconver- 
sion on the shoulders of American 
industry and lashing out at the 
apathy of certain industrialists in 
regard to government regimentation, 
WPB Chairman Donald M. Nelson 
told the House Special Committee 
on Post-war Economic Policy and 
Planning on June 7 that American 
post-war prosperity will have to be 
based on an expansionist economy. 
In contrast to this recent statement, 
Mr. Nelson on April 27 denounced 
the tendency to do too much post- 
war planning before the Senate 
Small Business Committee, while 
before the House Special Committee 
he emphasized the importance of 
post-war thinking at the present 
time. 


Exports of Capital Goods 


According to Mr. Nelson, pros- 
perity in the post-war era is depen- 
dent on the full utilization of the 
Nation’s resources, and to achieve 
such utilization it is necessary to 
have prosperity in agriculture, con- 
sumer goods industries and capital 
goods industries. He felt that pros- 
perity in agriculture would take 
care of itselt, since it will be many 
years before a surplus uf food ex- 
ists anywhere in the world. Like- 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


0 O 0 


wise, he pointed out that pent-up 
demand would insure prosperity in 
the consumer goods field. However, 
in capital goods the WPB chief said 
a great deal of thinking was neces- 
sary if this industry was to pros- 
per. The only solution he foresaw 
was the development of a broad ex- 
port market. 

Mr. Nelson told the committee 
that WPB’s job was not reconver- 
sion, but readjustment, since recon- 
version implies more than is in- 
cluded in WPB’s powers. In re- 
sponse to Congressional queries he 
said that additional legislation is 
necessary if WPB is to carry out its 
post-war aims and offered to submit 
a memorandum containing his pro- 
posals to the group. 

In reference to continuing con- 
trols in the post-war period, Mr. 
Nelson admitted that some control 
would be necessary but said “our 
plan is just the reverse.” He looks 
forward to the release of large fa- 
cilities when Germany is defeated 
and also a relaxation of controls. 

The WPB Chairman said, “I 
would like to see in the post-war 
period only a minimum of controls 
that are absolutely necessary.” with 
a constant view of removing even 





those few remaining. He pointed 
out that he wanted to see the widest 
possible use made of individual en- 
terprise and initiative in reconver- 
sion, and expressed the view that 
anything counter to this, such as 
control of all industry from Wash- 
ington, would do great damage to 
the American competitive systein. 
He paid tribute to the “free enter- 
prise” system when referring to war 
production successes, and said that 
WPB in its readjustment program 
would be careful to maintain the 
integrity of the system. 

Mr. Nelson said that industry 
had an obligation to find uses for 
huge government-owned _ facilities 
and deplored the tendency for in- 
dustry to come to Washington and 
throw its arms around government 
when contracts were cancelled cry- 
ing “what shall we do?” He pointed 
out that tendencies of this nature 
would only serve to further tighten 
the bonds of bureaucracy. 


No Need for Chaos 


Elaborating his discussing of the 
problems of the capital goods pro- 
ducers, he said that if these prob- 
lems were solved there need be no 
chaos in unemployment. In refer- 
ence to foreign markets for capital 

(Continued on page 44) 
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This attractive display of giftwares gives a specialty shop atmosphere to the 
store. Note the indirect lighting and neat arrangement of the wall sections. 


A $15,000 Volume in Dinnerware and 
Gifts in a Community of 15,000 


‘L. story of the 


successful chinaware, glassware 
and giftware sales of Jensen Hard- 
ware in Niles, Ohio, a city of 15,- 
000, started about two and a half 
years ago. Quality items, good 
housekeeping and attractive dis- 
plays have helped the store enjoy 
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a volume of $15,000 in these lines 
in 1943, despite the fact that it is 
only nine miles from a larger city 
which provides tough competition. 
And what’s more M. A. Jensen, 
whose slogan is “The Home of 
Good Hardware,” says he is going 
to stick with this merchandise. 
Window displays, advertising on 
gift occasions and visits to mar- 


kets all fie in with the store’s ag- 
gressive merchandising of gift 
lines. 

How Jensen Hardware started 
after gift business in a big way is 
best told in the words of Mr. Jen- 
sen himself. He says, “When it 
became apparent that our volume 
would suffer from such ‘war cas- 
ualties’ as refrigerators, ranges, 


The Jensen Hardware, Niles, Ohio, 
sales in these lines average a 
dollar per capita. Advertising 


displays and market visits do it 















MOM’S the WORD 
...at JENSEN’S 


SUNDAY, MAY Mth, is HER day . . . and Jensen’s 
have made special preparations to help you make it a 
memorable one for your mother. Mother works hard- 
er than ever these busy days ... keeping things, 
bright, shiny, and serene for the family. Even — 
she may not have a maid, her home is her castle. ry 
not give her—on her day —something special for her 
home, something she will keep and treasure, something 
that everytime she uses, it will say “Mother, I love 
you!” 

Those are the kind of gifts that JENSEN’S offer. 
Here is a partial list. You'll recognize their quality 
immediately. 


« Heisey’s Glassware 




















x California Pottery 
« Pyrex Gift Sets 
x Roseville Pottery 


+ Ransburg Kitchenware * Table Lamps 
AND HUNDREDS OF OTHER LOVELY GIFT ITEMS! 






x Figurines 
* Clothes Hampers 



















This advertisement emphasized the spirit of Mother's Day and featured 
several prominent giftware lines. It was four columns wide by 7 in. high. 


washers, ironers, cleaners and display section was important but 
other household appliances, we keeping it that way was equally 
decided to do something about it. important. Of this problem, Mr. 
That ‘something’ has proved so Jensen says, “From the comments 
successful that we will continue it of our customers, we have found 
long after the last shot has been that our careful attention to clean- 
fired.” liness is paying big dividends. Un- 


Mr. Jensen, in seeking items to 





ON AVAILABLE GOODS 


der the supervision of Mrs. Jensen, 
herself a very tidy housewife, two 
girls dust the entire display each 
morning and wash it thoroughly 
at least once a month. Orderly 
display and cleanliness in a gift- 
ware department cannot be over- 
emphasized.” 

The giftwares section has din- 
nerware in packaged sets and in 
open stock with 32-piece sets seem- 
ing to produce the “ready sales.” 
At present $9.95 and $11.95 sets 
are the best sellers although nu- 
merous 20-piece “starter” sets are 
sold at the store. Exclusive of open 
stock sales, the store sold more 
than 350 32-piece sets. An idea of 
the number of small gift items 
sold by the store’s up-to-date meth- 
ods is the sale of more than $400 
worth of $1.00 to $3.00 items the 


(Continued on page 75) 











replace the major appliances and 















department having a feminine ap- 
peal, one which would require 
stock “reasonably sure of surviv- 
ing cut-backs on civilian produc- 
tion longer than the average hard- 
ware item” and featuring items 
having worth while profit. Quality 
china, glass and other gifts were 
decided upon as the answer, and 
the volume enjoyed has proved 
the wisdom of that decision. 

The display room was remod- 
eled, the color scheme of the tables 
and cabinets is powder blue, while 
the bases of the tables are stained 
oak to match the hardware de- 
partment on the other side of the 
store. Crystalware is featured in 
a wall unit having a mirror back- 
ground and indirect lighting. The 
entire display of these items for 


Starting out with an attractive 
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other war casualties, thought of a Paint Display Appealed to Homeowners 





the ladies now wale 6 about one This window display of the Hill-Beham Lumber Co., 5601 N. Elston Ave., 
third of the main floor or about Chicago, Ill., was designed to catch the eye and succeeded in doing it. 
600 sq. ft. Paint and painting accessories were featured in a manner calculated to 
interest people who were contemplating doing a bit of spring and early 
summer touching up about the home. The results were excellent. 
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5 om service shop of 


the J. M. Wise & Son store, Lake 
City, Minn., does about 80 per 
cent of its total volume with farm- 


ers. During the war period, with- 


farmers anxious to produce na- 
tional goals in food, this firm’s 
service department is doing its 
share to help things along, and the 
farmers appreciate it. 

For example, the firm does quite 
a service business on milking ma- 
chines. This is a highly important 
service, for one milking machine 
can save a lot of farm labor. 

The firm has a service man who 
spends most of his time out in the 
country looking over the milking 
machines in service. Sometimes 
it is a small adjustment that needs 
to be made on the milker. Other 
times the entire unit needs to be 
brought into the store shop for 
repairs. 


Sold 65 Milkers 


“We have sold more than 65 
milkers during the past year and 
also have numerous others in ser- 
vice in this area,” says George 
Wise, son of J. M. Wise, founder. 
“This means a lot of business for 
our service man to handle. It 
also means a great deal to our 
other sales to keep up contacts 
regularly with the farm trade.” 

In addition to servicing and 
selling milking machines, this 
firm’s service man installs and ser- 
vices barn equipment such as 
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They Send Their Service Department 
To the Farmer 


Service man for J. M. Wise & Son 
makes the rounds of sales area, 
keep appliances in condition 
and builds business for future 





Repairing a milk can in the store’s repair shop. 





The firm can make almost any type of farm repair. 


stanchions and water cups, gaso- 
line engines and many other items. 
Washing machine repairs are also 


handled as well as repairs on 
vacuum cleaners and other elec- 
(Continued on page 75) 











A tilted display arrangement 
is used to feature kitchen 
cutlery and gadgets. Aill of 
the items on display may be 
seen with ease and are with- 
in easy reach of the house- 
wife. Glass trays hold the 
various items and each ar- 
ticle bears a price tag so 
that the entire arrangement 
makes it possible for cus- 
tomers to serve themselves. 


How Beeman Attracts the | 
Wabasha, Minn., Firm Makes Excellent 


A specially made display stand is used for 
featuring farm pails, milk strainers and a 
variety of similar items. All are in plain 
view and serve as reminders to the farmer. 


Poultry supplies were featured up at the 
front of the store on a low platform which 
was about 8 in. above the floor level. The 
platform was big enough to accommodate a 
large number of chick feeders, water founts 
and other needed items and it succeeded in 
attracting the attention of everyone who 
entered the store. Newspaper ads and 
handbills were used to interest the prospects. 


| 
| 
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The ends of counters often 
represent a loss of display 
space but Beeman’s uses them 
to good advantage. This small 
step-up display features a 
considerable number of kero- 
sene lamp and stove wicks as 
well as lamp globes and sim- 
ilar items. This display has 
a decided appeal for farmers 
living in non-electric areas 
and brings many repeat sales. 





























he | Farmers and Their Wives 


ent | Use of Displays in Building Sales 
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J 
°° Farm chains, pulleys and other related farm 
i items are on the back of this stand where 
= they are suspended on hooks. They are kept 


in order and are always out in the open. 


A bulk display of seeds near the 
main wrapping counter helped the 
firm to greater seed sales this 
year. The cabinet provided for a 
display of four rows of the bulk 
seeds in glass jars with proper 
identification and two lower open 
bins for vegetable seeds. The firm 
will feature this display in July. 
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Hardware dealers who like the outdoors and 
fishing and who equip themselves to render 
efficient repair and parts services that really 
back up an aggressive selling activity will find 
an outboard motor department profitable and 


A PPROXIMATELY 


600 hardware stores in 1940 sold, 
at retail prices, $575,000 worth of 
new outboard motors. Their re- 
tail sales should have been $985,- 
000. It is the purpose of this dis- 
cussion to explain why they were 
not. 

Some hardware stores are above 
the average as outboard motor 
dealers but on the average they 
show only 58 per cent efficiency 
compared to outboard dealers as 
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pleasant to develop. 


By P. A. TANNER 
Vice-President, 
Johnson Motors, 
Waukegan, Ill. 


a whole. And much below that 
when compared to “better” deal- 
ers. Hardware stores can be good 
dealers as evidenced by just a few 
examples. Damm Hardware Com- 
pany, Mich., sold 14 times as 
many motors in 1941 as in 1926 
which was their first year. Van- 
dervoort Hardware Company, also 
in Michigan, sold 80 motors in 
1930, their first year, and over 


200 in 1941. Stubbs Hardware 
Company in Georgia started away 
back in 1924 on a shoestring and 
ran it to nearly 200 motors valued 
at retail around $25,000 and not 
including additional volume in 
service, accessories, boats and re- 
conditioned motors. Bay City 
Hardware Company, sold over 10 
times as many motors in 194] as 
in 1924. McGee-Findlay Hard- 
ware Company sold over nine 
times as many motors in 194] as 
in 1924. 
There is, 


a reason why some 
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Reninsiot DEALER LETTER 


What is sporting ammunition used for?... 


In order to gather helpful information for 
future use by our friends in the trade, 
Remington has made a survey of what shot 
shells and cartridges are used for in normal 
times. We hope the results prove useful as 
additional data concerning the shooting re- 
quirements of sportsmen in your territory. 





Yes, and when sporting ammunition is on 


your shelves again, remember that you can - Remington Hi-Speed .22’s EF 
with exclusive Kleanb 
do your customers and yourself a favor by _h . 
e 


recommending Remington. For the power, «, WHAT ARE .22’s USED FOR? 
accuracy and dependability of Remington Field game 60 0% 


shot shells and cartridges make friends and \ Informal target. . . . . . . 27.2% 
keep sportsmen returning to your store. \ a 
Formal target ....... 5.1% 


| fa 





Remington Express and Shur Shot shells. 


WHAT ARE SHOT SHELLS USED FOR? 


re 
ee ee 14.0% 
ee kn nD 13.9% 
Trap and skeet ... - - 12.0% 
Ducks and geese ... - 10.5% 
Pheasant. ....... 9.5% 
Se 
Other game. ..... - 3.5% 








REMINGTON ARMS COMPANY, INC., BRIDGEPORT 2, CONN. 


Hi-Speed, Kleanbore, Express and Shur Shot are Reg. U.S Pat. OF + Core Lokt is a trade mark of Remington Arms Co., Inc 
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hardware stores make a real suc- 
cess in selling outboard motors 
and other merchandise that goes 
with them while the majority do 
not. That reason is SERVICE. 
We believe that a great many 
hardware dealers are overlooking 
a profitable activity, and a pleas- 
ant one, just because of inertia or 
lack of knowledge (and the knowl- 
edge can be had if inertia doesn’t 
stand in the way). 


Essential Qualifications 


A good, first-class outboard mo- 
tor dealer should have most or all 
of these qualifications: He 
should— 

l.—be an _ outdoorsman. 

Especially, he should like to fish 

and to hobnob with other fisher- 

men. 
2.—be mechanically inclined. 
He should like to know “what 
makes the wheels go round” 
and to be interested in actual 
shop work. 
3.—have everlasting get-at-it- 
and-do-it ability. Push! 
4.—obviously be a good sales- 
man. 


5.—have enough capital to 
activate his plans and policies. 

6.—be a good “showman”— 
know at least something about 
various kinds of advertising and 
publicity. 

7.—be an exponent of the 

“square deal.” Fairness has a 

strong position on the success 

ladder in the outboard motor 
business. 
8.—must believe in and prac- 

tice SERVICE—both kinds: (a) 

helping others to get the great- 

est value in their purchases; (b) 

maintaining a shop and stock 

of parts and trained personnel 
to fix motors. 

Each of the hardware stores men- 
tioned have these qualifications, 
some in varying degree, but they 
have them. Any hardware store 
dealer who will study and culti- 
vate these qualifications can make 
his store outboard motor head- 
quarters in his locality. Of course, 
potential outboard sales are large 
here and small there. But a dealer 
who sells six motors a year in a 
six-motor potential market is just 
as much a “good” dealer as the 
one who sells two hundred where 





Rack Displays Linoleum Effectively 


HE R. D. Cone Co., Winona, 

Minn., effectively displays its 
linoleum rolls on a specially con- 
structed rack which can hold six 
full rolls. Other shorter rolls are 
shown in an adjacent area where 
the rolls stand up on end and are 
topped by a white trimmed wooden 


canopy arrangement. The rolls on 
the rack afford the prospect a fine 
view of the various patterns and so 
help in making a choice. The lino- 
leum arrangement can very quickly 
be seen by anyone coming within 
20 or 30 ft. of this particular dis- 
play area. 


This rack makes it easy matter to handle linoleum. 
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that is the potential, and even bet- 
ter than the one who sells only 
one hundred motors when he 
should sell two hundred. ‘ 

Successful outboard merchan- 
dising requires store display and 
local advertising, of course. But 
those are not enough. It is neces- 
sary to go into the (water) high- 
ways and byways to meet the cus- 
tomer on his own ground. More 
than that—it requires the estab- 
lishment and maintenance of a 
service shop. 


Must Have Repair Parts 


No worthwhile automobile deal- 
ership can be obtained today un- 
less adequate facilities are set up. 
This requirement isn’t based on 
theory—it is necessary. And the 
same applies to an outboard motor 
dealership. For the same reasons, 
the‘customer needs, demands, will 
have, and is entitled to service on 
his motor. The day is rapidly 
passing when only those who are 
skilled in operating and repairing 
outboard motors, buy motors. The 
public must have repair parts 
quickly available and someone to 
skillfully install them. That is 
now more than a trend in the out- 
board motor business—it is a pres- 
ent day fact. 

A hardware store in a town, city 
or territory with potential sales 
(which have to be worked for) of 
anywhere from 10 to 200 motors 
per year must have service if he 
is to be successful. The ten-motor 
dealer won’t need so much—some 
shop space, bench, small tools, a 
test tank, and a small well-selected 
stock of parts. The fifty-motor or - 
one hundred-motor dealer will 
have to have a more elaborate lay- 
out. Plenty of shop space, benches 
and small tools, a lathe, drill press, 
arbor press, tool grinder, test 
tanks and a comparatively large 
stock of parts. Besides, he'll need 
a factory-trained mechanic or 
equivalent. This will require some 
investment, possibly up to $3,000 
or $4,000 maximum, but a good 
profit will be made on it. In the 
reconditioning and sale of trade-in 
motors alone, the dealer can make 
a fair return on his shop. 

This isn’t wholly a “repair” 
shop in the broad sense. It is sales 
effort, it is good will effort, it is 

(Continued on page 77) 
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that tie the farm to your store 





GOULDS WATER SYSTEM 
DEPARTMENT 








Goulds Water Systems will provide the sound 
foundation for establishing a Goulds Water Sys- 
tem Department as an exceedingly important and 
profitable part of your future business in the rich 
rural market. 


After you sell a Goulds, its owner becomes a 
likely prospect for many running water accessor- 
ies, from milk coolers to bathtubs, from garden 
hose to washing machines. 


For your full share of this profitable business, 
depend on dependabie Goulds to help make your 
Water System Department successful. 


We will furnish you with a complete program 
of advertising and merchandising and promotion 
support, including a highly effective direct-mail 
campaign to secure prospects at low cost; will 
provide you with full facilities for instructing 
your salesmen in installation work and servicing. 








A great many farms in your trading area are already 
electrified. As soon as manpower and materials be- 
come available, power lines will be extended to many, 
many others. 


Now is the time for you to formulate a sound pro- 
gram of supplying these electrified farms with Goulds 
Water Systems and water system service. 


And don’t delay in making your plans to sell the many 

accessories and items of equipment that the farmer 

— to utilize running water outside and inside 
is home—after he installs a Goulds. 


Your handling the Goulds line won’t mean merely a 
rush of business that will die out; it will mean steady, 
dependable, profitable volume through the years, for 
every Goulds Water System you install is the best 
kind of advertisement foe itself—and for you. 


We're now building thousands and thousands of 
pumps for the Navy, Army, Coast Guard and Mari- 
time Commission, and for essential war industries. 


With our 96 years of building pumps 
—and only pumps — in the world’s 
largest pump factory, it was only 
natural that Uncle Sam should come 
to us to supply his needs for the war 
effort. 


Just as soon as Uncle Sam says “GO!” 
we'll step up our production of 
Water Systems for civilian use. You 
can count on us then to take care of 
all your needs for Goulds Water 
Systems and for full cooperation in 
sales, merchandising, promotion, in- 
stallation and servicing. 


THE GOULDS JET-O-MATIC 


The ultimate in low-cost, trouble-free, 
adequate-capacity water systems 
for the farm. 








GOULDS PUMPS, Inc., Seneca Falls, N.Y. 


BETTER and BETTER PUMPS... and ONLY PUMPS... for 96 YEARS 











Consider Wash Day Needs, Glassware 
and Tools for August Windows 


WASH DAY 
NEEDS 
WASH DAY ee 


TRIALS VANISH 
WHEN YOU HAVE eu naan 
othes baskets, 

ironing boards, wash 
boards, clothes 
driers, wash _ tubs, 
pails, sleeve boards, 
ironing board pads 
and covers, clothes 
lines, pulleys, hooks, 
etc. 


BACKGROUND: 


Center panel of light 
b lue_ corrugated 
board or painted 
wallboard. Side 
panels of darkblue 
material. Cut-out let- 
ters of yellow ma- 
terial. 


A 


GLASSWARE 


HARDWARE AGE Original Window Display IDEAS Piscine A 


~ Glass hanging bas- 
gets, tall iced tea 
glasses, several 
types of pitchers, 
iced tea sets, glass 
oval flower bowls, 
glass console, round 
j flower bowl, salad 
dressing set, coast- 
GLASSWARE TOOLS ert acled pltes 
FOR EVERY Sts FORTHE ve of all types. 
OCCASION . HOME OWNER 
TOOL 


WINDOW 


MERCHANDISE: 
Saws, pliers, saw 
blades, hand drill, 
drill points, screw 
drivers, wrenches, 
files, hammers, 
hatchets, handles, 
tapes. planes, 
levels, rules, tool 
boxes, vises, blow 
torches. 


BACKGROUND: 
Center panels. of 
dark blue corru- 
gated materials or 
painted wallboard. 
Division strips of 
yellow material. Cut- 
out letters of bright 
yellow material. 
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For the second time REX has been awarded the ARMY—-NAVY PRODUCTION AWARD 
for meritorious services on the production front. While we have no exaggerated ideas 
about our war-time contribution, we do feel the glow of pride which comes to men 


for being honorably cited. 


When V-Day comes, keep in mind that REX quality has been tested by war. Remem- 
ber that we have acquired new techniques, new skills, a mature accumulation of scissor- 
making know-how. Be assured of our determination to keep ahead in the quality 


scissor and shear field. 





Surgical Scissors, Ladies’ and Sewing Scissors, 
Shears, Manicure Implements and Sets 


REX CUTLERY CORPORATION - 16-24 CORDIER STREET + IRVINGTON I], N. J. 














Keep Your Customers Posted on Your Stock 


T is important that customers he 

kept up to date on items that you 

have in your stock which have 
heretofore been hard to get. As 
more materials are released for pro- 
duction of civilian goods, and this 
situation improves the customer 
should be kept informed. 

The right type of a newspaper 
advertisement might work well and 
do the job satisfactorily. The ad 
should be informal and list some of 
the items you now have which have 
been hard to get. Most important, 
however, it should explain that with 
some of the very critical items the 
allotments you receive are not large 
enough to announce to the public. 
State that in such cases the mer- 
chandise will be placed on display in 
the store and that customers who 
shop the store most often will prob- 
ably be the ones to have the first 
opportunity to buy. 

Conclude the ad with the sug- 
gestion that more and more critical 
merchandise will be available so it 
would be advisable to shop the store 
often. An ad of this type should be 
repeated at frequent intervals. 


Identify Departments 
With Streamers 


Use cardboard streamers to iden- 
tify various departments in your 
store. These can be made from an 
ordinary sheet of cardboard, hand 
lettered, and placed on the back- 
ground of open fixtures. Displays 
can then be arranged around the 
streamer. As customers enter the 
store, they can quickly identify th2 
department they want to visit. 


Wallpaper Ideal Window 
Background Panels 


Wallpaper is an ideal type of ma- 
terial for covering window back 
ground panels or other display sur- 
faces in a retail hardware store. It 
can be applied just as you would 
apply it to a wall in the home. The 
paper is not expensive and the pan- 
els can be repapered occasionally or 
when it is necessary that some 
change be made in order to secure 
the desired setting for the merchan- 
dise to be displayed. 


40 


The best panels for this purpose 
are those covered with wallboard, 
masonite, or some other type of 
pressed wood. All of these boards 
have a smooth surface. If the panels 
are covered with plywood, it will 
probably be necessary to size the 
surface in order to do an extra 


good job. 


Sales Story Told on Jumbo 
Show Cards 


Large show cards, 28 by 44 in. 
attract attention to a floor display 
and enable one to tell a very com- 
plete sales story about a product in 
a most dramatic manner. If the item 
is seasonal, it certainly should be 
promoted in this manner, provide:l 
a large enough display of the mer- 
chandise can be made to justify the 
large size card. 

Fruit jars should be sold in this 
manner during this time of yea-. 
Rose bushes are other items on 
which sales can be stimulated with 
this type of promotion. Lawn and 
garden seeds and fertilizers should 
be displayed in quantity during this 
season and a large show card used 


to give the customer complete in- 
formation. 


Cleaning Tissues 
a Traffic Item 


Demand for cleaning tissues is 
increasing in all communities due 
to the ever increasing number of 
things for which they can be used. 
One hardware dealer added this 
item to his housewares depart- 
ment several months ago. They 
were displayed on a table on the 
main floor and a large quantity of 
the boxes were shown. Show cards 
gave complete information on the 
product and quoted an attractive 
price. 

The dealer’s sales increased im- 
mediately and in a short time he 
had built up a sizeable group of 
customers who found it con- 
venient to buy this item in the 
hardware store. 

This item has earned a regular 
place in this store and a mass dis- 
play of it is on display all the 
time. 





Test Your Hardware Sense 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A 
grade of 100 is excellent; 80 is good; 60, fair; 40, poor, and 
20, very poor. The correct answers to these questions will 


be found on page 85. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—What is rate of stock turn? 


2—What point of caution must be considered in figuring 
rate of stock turn accurately in a retail business? 


3—Estimate typical rates of turnover for the following types 
of businesses: (a) variety stores, (b) hardware stores, (c) 
grocery stores, (d) department stores, (e) drug stores. 


4—Explain the terms 2/10/E.0.M. 


5—A dealer receives an invoice for $100 dated September 
15, 1944. Terms are 2/10/E.0.M. If paid on October 19, to 
what cash discount would he be entitled? 


(Answers on page 85) 
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Do You Believe in Free Enterprise? 


Industry should unite in preaching 
sound economic truths in all of its 
advertising and should also include 
10 seconds of sound economics at the 
end of every radio program which is 
paid for by Industry. It would give 
sound guidance to the millions who 
need it but do not get it. 


By E. B. GALLAHER 
Treasurer, 
Clover Mfg. Co., 
South Norwalk, Conn. 


L, is almost universally 
accepted that free enterprise has 
resulted in making America what 
it is today and that if we are to 
continue in prosperity we must 
have free enterprise. 

There has been growing con- 
cern in all classes of industry, due 
to the many government restric- 
tions and regulations which have 


been steadily mounting since 1932, 
and this does not refer alone to 
strictly war regulations. There is 
also much concern due to our 
increasing taxation, which has 
finally reached unbearable pro- 
portions and which opens the 
door for the Government to step 
in and take over, which, from all 
appearances, is exactly what is 
intended. 

A wonderful selling job has 








t higher wages that 


It is not BY tion © any injury to your employer's 
matters—it + oe buy! business directly injures you! 
what your 











i ll 

















E. B. GALLAHER 


been done by the Government 
among our millions of wage earn- 
ers in which they have been taught 
to look to the Government for 
almost anything and everything 
they need, including their jobs, 
while at the same time Industry, 
which has provided these jobs, 
has been played down, bypassed, 
harassed, bullied and dictated-to 
as to what it can make, what it 
must pay labor, what hours labor 





























Remember your job is only secure 
when your employer is prosperous+ 








affect your ° 
think it Over! — 

















Slogans such as these could be included in every advertisement published by Industry. They would aid in 
spreading sound principles of economics to the masses in the hope of educating them in sound thinking. 


THE SLOGANS SHOWN ABOVE ARE NOT IN PROPER PROPORTION TO THE REST OF THE 


LAYOUTS. 
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IN ACTUAL PRACTICE THEY WOULD OCCUPY VERY MUCH LESS SPACE. 












can work, what overtime rate must 
be paid, and, finally, what profit 
will be allowed. 

Industry has been talking and 
worrying. It has known what has 
been taking place right under its 
nose, yet there has been no united 
effort to combat this menace. All 
we have done is to bemoan our 
plight and talk and talk. 

Many schemes have been ad- 
vanced under which it was hoped 
Industry could unite, but they all 
seem to have lacked one essential 


or another which would be neces- 
sary for success. 

If one were to address a gather- 
ing of retailers, wholesalers, man- 
ufacturers, business men, bankers 
or brokers, and they were to ask 
all those who believed in free en- 
terprise to raise their hands, I 
believe we would see 100 per cent 
of the hands raised—it would be 
unanimous! But, unfortunately, 
these are not the people we must 
reach—for among all those who 
control the destinies of our Ameri- 








FAIRHAVEN, MASS. 





ATLAS TACK 


CORPORATION 


HENDERSON, KY. 








We’re at it 24hours a day 
trying to fill your orders! 


Please help us with our manufacturing 
plans for the last half of this year. 


Copper Rivets (] Furniture Nails 


FOR WHICH OF OUR 
PRODUCTS HAVE YOU 


Please check this list 


O 

L) Steel Rivets 
CL) Staples 

CL) Brads 


THE GREATEST DEMAND? (© Wire Nails 


C) Wire Tacks 





BUYER 
and send it to us with 
any other comment 


FIRM NAME 








which will tell us how CITY 
BEST to serve you. STATE 





\ 





NX 





can Industry such groups repre- 
sent only a small minority of our 
voters. This is where the rub 
comes in. 

The powers-that-be, in order to 
secure votes from the masses, have 
been preaching the doctrine of 
“something for nothing,” and the 
unfortunates who hear this bosh, 
and believe it, cannot be blamed, 
because they hear nothing else. 
In other words, this false propa- 
ganda is allowed to go on, day by 
day, year by year, and is never 
combatted or challenged with the 
true facts. 

When the Treasury wants to 
raise 45 billions of dollars for 
war loans, or when the Red Cross 
wants to raise a fund of 20 mil- 
lions, how do they go about it? 
They come to Industry and ask 
Industry to be allowed to insert 
slugs in all its advertising, such as, 
“Back the Attack—Buy War 
Bonds,” or “Don’t Let the Boys 
Down—Buy War Bonds,” etc. The 
Government also gets Industry to 
donate 10 seconds of its radio 
time to sell its bonds—so does 
the Red Cross, 

Well, we must admit that In- 
dustry did a great job for the 
Government and the Red Cross in 
these projects. Industry, through 
its advertising in newspapers, 
magazines and over the radio, 
reached practically every man, 
woman and child in the country. 
So what? 

My thought is that Industry 
should unite to do a similar job 
for itself in preaching sound eco- 
nomic truths, day in and day out, 
in all its advertising throughout 
the country, in every kind of pub- 
lication where it is now advertis- 
ing, and also include 10 seconds 
of sound economics at the end of 
every radio program which is paid 
for by Industry. In this way these 
sound economic truths would be 
presented over and over again, all 
day and every day to the millions 
who need sound guidance and who 
do not get it. 

The newspapers of the nation 
would probably be glad to use 
copy of this kind without charge 
if requested to do so, as the press 
of the nation is just as badly off 
as Industry when it comes to 
regimentation. 

My thought was to present this 
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-matter to the Chamber of Com- in an ad would not detract in 
merce of the United States in the any way from the subject or sell- 
hope that it would sponsor the ing power of the ad, the space 
movement and take full charge of | occupied would be a mere trifle; 
the entire matter. Thus, confidence (2) more important still would 
in the plan would he immediate be the consideration that we all 
and universal. are advertising our products in the 

I believe the Chamber could get hope and with the thought that 
experts, without cost, tu write out, ~ we will be able to profit by it 
say, a couple of dozen sales slo- _—_ under a system of free enterprise. 
gans, written for all citizens—not Should this free enterprise be 
just for the industrialist. taken from us, then what is the 
These slogans, such as: “Re- use of advertising at all? 


















giving up in allotting a two-line 
slogan in our ad, if by doing so 
we are helping to educate the mil- 
lions of voters who should be in- 
terested in electing a government 
which will not put both Labor and 
Management in_ straight-jackets! 

I have not attempted to work 
out the technique for handling 
this matter, which would be ex- 
tremely simple in any event—all 
I have in mind is to present a 
plan which seems to me to be 








member, your job is only secure 
when your employer is prosper- 
ous—any injury to your employ- 
er’s business directly injures you!” 
r “It is not higher wages that 
matters—it is the question of what 
your dollar will buy!” or “Laws 
which hamper Industry directly 
affect your job—think it over!” 
or “Government supervision of 
Industry ultimately means dicta- 
torship, which would affect the 
worker even more than Industry 
which gives him his living—the 
Germans found this out to their 
sorrow!” 


No Objections 


I offer these not as finished 
products, but as examples of what 
I have in mind. Such slogans 
could all be prepared -and dis- 
tributed by the Chamber to the 
advertising agents of those who 
subscribed to the plan—no one 
could possibly object to the sub- 
ject matter of a slogan if they be- 
lieve in our American Free Enter- 
prise because they would only 
portray sound economic facts. 
Nor could such slogans used by 
competitive companies have any 
effect on competition, because we 
all believe in the same thing— 
sound economics—we are all in- 
terested in spreading these sound 
principles to the masses in the 
hope of educating them in sound 
thinking. The cost would be 
nothing! 

And to analyze this statement, 
let us not forget two things: (1) 
that the amount of space occupied 











Latest News on 


PRIORITIES 
and 


WAR-TIME ORDERS 
on page 58 
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If this be so, then what are we 




















Holding Power- means Selling Power 































It sells fast because it holds fast. 


workable and potent. 






“Invisible Clamp” 
Proves it with Profits! 


below. It comes in several convenient sizes 
for easy selling—10c, 25c, 50c cans. Also in 





And you build up year-round repeat business 1, 5, 10 and 25 Ib. sizes. 


when you sell your customer the “invisible 
clamp”’...Weldwood Plastic Resin Glue. 


_ 


Because he gets results with Weldwood Glue 
that bring him back for more. 


This stubborn adhesive welds woods together 
in a plastic bond that won't yield to moisture, 
bacteria or decay. 3 
And he'll find it easy to use, too! Fast-setting 

. cold setting . . . and economical! 


Ask your jobber for this fast-selling, high- 
profit Weldwood Glue or send the coupon 


“Makes the 
glue line 
the SAFETY line’ 





55 West 44th Street, 

New York 18, N. Y. 
Please send literature, prices, 
discounts, samples and informa- 
tion on WELDWOOD GLUE 
dealer plan— 


UNITED STATES PLYWOOD CORPORATION, Weldwood Glue Dept. 115, | 


Here’s Strong Sales Help for Dealers 


Sales-producing packages and display cartons, 
designed by experts. 


Counter or Window Displays are both power- 
ful and practical—will help make your cus- 
tomers stop and buy. 


Circulars in four colors packed in every carton. 
Additional quantities, imprinted with your 
name and address, available upon request. 


Weldwood Glue is consistently, nationally ad 
vertised in the magazines that industrial and 
consumer glue users read. 


WELDWOOD 


PLASTIC RESIN 


WATERPROOF GLUE 





Address 





! 
Name I 
| 
| 
| 
I 





My jobber i | 












GREAT NECK’S 


“B’-LINE SCREW | 


DRIVERS 


Carpenters, mechanics, 
even housewives will find 
this line of Great Neck 
screw drivers a handy, effi- 
cient work-aid. 


HARDENED ond TEMPERED 
o—— STEEL BADE 





| BLADE THROUGH 
oa HANDLE 





= CArreD 


Great Neck B-line Screw 
Drivers are twist - proof. 
Easy-grip wooden handles, 
plus Roden and tem- 
pered steel shafts. Shaft 
extends straight through 
handle, and is riveted se- 
curely and capped at end. 
Working end of screw driver 
specially heat treated to 
withstand wear of constant 
use. 

Packed 1 doz. per box and 3 doz. 


per box, with attractive counter 
display card. 


Great Neck Saw Mfrs., Inc., tool 
specialists for many years, also manu- 
facture hacksaw blades, keyhole saw 
blades, coping saws, etc. Also, spe- 
cially designed screw drivers and wood 
chisels with mod- 
ern RED-AND- . 

BLACK PLASTIC ue 
unbreakable han- [os B 
dles. Craftsmen 

who know what 
they want, know 
the trade mark... 











GREAT NECK SAW 
MANUFACTURERS, INC. 
MINEOLA, N. Y. 





Sold 400 Clothes Storage 
Wardrobes in a Year 





The wardrobe shown above is the current best seller at $8.50 but when 
a lower priced model was shown as the featured item it became the most 
popular number. Juvenile rockers are usually shown at the same time. 


ARLY last year a few paper 

clothes storage wardrobes 
and chests were put in stock by 
the O.K. Hardware Co., in Dela- 
ware, Ohio, a college town with a 
population of under 10,000. Mrs. 
F. R. Conklin, proprietress of the 
store, has this to say about it, 
“We did not know whether or 
not they would sell. However, in 
less than one year we sold over 
400 of these units) Many of the 
older homes here need more 
clothes closets and so people buy 
them for that purpose. Then there 
are people buying them to place 
the civilian clothes of service men 


and women in storage for the du- 
ration. Students at Ohio Wes- 
leyan have bought them for their 
own use while at school and the 
doubling up necessary under war 
time conditions in many private 
homes has been another factor.” 

For quite a while a number 
priced at $5.98 was the best seller 
and when a newer model at $6.98 
was introduced it became the 
fastest mover. Often shown in a 
display window, these units in both 
the closet and chest style moves 
out of the store just about as 
quickly as replenishments may be 
obtained. 





Successful Reconversion Responsibility of Industry 
(Continued from page 28) 


goods Mr. Nelson was quick to indi- 
cate that he meant that exports of 
capital goods should be handled on 
a business-like basis, and not in an 
attempt to WPA-ize the world. 

It was Mr. Nelson’s belief that a 
case such as confronted the Brew- 
ster plants recently would not occur 
again, but that more cancellations 
would come and that determination 
of what should be done with these 


plants should be made by industry. 
The WPB Chairman told the com- 
mittee that WPB will work with 
the services on stand-by facilities in 
determining whether privately-owned 
or government facilities were to be 
held, but would have no word as 
to the type of plants. He foresaw 
relatively few allocations necessary 
after the war with the possible ex- 
ceptions of lumber and paper. 
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- “GI Bill of Rights” 
Provides Benefits for 
Returning Servicemen 


(Washington Bureau 
of Hardware Age) 
HE “GI Bill of Rights,” signed 
by the President on June 22, is 
the most far-reaching document in 
recorded American history ever 
drawn up to provide benefits for 
returning servicemen. In addition to 
hospitalization, insurance, muster- 
ing-out pay, pensions, and other 
benefits already available, this bill 
guarantees veterans Government help 
in buying a home or farm, starting 
a business, continuing their educa- 
tion, unemployment benefits, and an 
expansion of hospital facilities to 
assure all veterans of adequate 
treatment. 

Under this broad law the Vet- 
erans’ Administrator is responsible 
for carrying out most of its provi- 
sions. The benefits will be made 
available to all service men and 
women who have other than dis- 
honorable discharges and who have 
served 90 days since Sept. 15, 1940, 
or less than 90 days if they have 
service-connected disabilities. 

Under the terms of the act if a 
veteran qualifies for a college or 
school course the Government will 
pay up to $500 a year to cover 
tuition, laboratory, library, health- 
infirmary and other such fees: The 
veteran will also receive $50 a 
month living allowance, or $75 a 
month if he is married or has other 
dependents. Choice of school is left 
to the veteran, but he must keep up 
with the standards of the school he 
selects or government aid will cease. 

If a veteran is under 25 years of 
age when he entered military ser- 
vice he is entitled to the educational 
benefits even though his education 
was not interrupted. If over 25 he 
must prove that his education was 
interrupted or interfered with be- 
fore he can qualify. However, any 
veteran may take a refresher or re- 
training course for a period of one 
year. 

Veterans who qualify for school- 
ing may stay one year at Govern- 
ment expense. Then if the standards 
of the school are met the educa- 
tional benefits will be continued for 
the length of time, up to four years, 
that the person served between Sept. 
15, 1940, and the end of the war. 
Application for such assistance must 
be made within two years after the 
veteran is discharged, or two years 
after the war is over, whichever is 
the later, and Government aid of 

(Continued on page 47) 
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@ That is what more and more de- 








sign engineers are saying. And it 
is a compliment to TRIPLEX quality —whether it's a 
question of cap screws, machine bolts, nuts, stove 
bolts, carriage bolts, or other threaded items. 
Design engineers for postwar products know that 
the better the threaded fastener, the better the 
finished product. Do yourself a good turn by 
turning to TRIPLEX today. 


TRIPLEX SCREW COMPANY 
5317 GRANT AVENUE, CLEVELAND 5, OHIO 

THREADED 

». FASTENERS 


AND SET SCREWS .*: BOLTS, BBTS AnD  8tvVaTts 









By L. W. MOFFETT 


Washington Representative 
of Hardware Age 
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CONCENTRATION OF PRO- 
DUCTION of non-electric domestic 
cooking appliances and heating stoves 
has been eliminated, according to WPB. 
All manufacturers are now classified 
uniformly and any manufacturer may be 
granted permission to produce provided 
that such production will not interfere 
with his war work, WPB said. 

Stove production was originally con- 
centrated in an effort to secure plant 
facilities and production capacity for 
the armed forces, WPB said. Manu- 
facturers were classified according to 
labor areas and production capacity 
and the large plants, as well as those 
in restricted labor areas, were forced to 
discontinue stove production and con- 
vert to war work. Later the Domestic 
Cooking Appliances and Heating Stoves 
Order, L-23-c, was revised to provide 
for the return to production of these 
firms as their production was needed, 
but small manufacturers in less critical 
labor areas were still given preference 
in production. 

Since war production by this indus- 





try is at its peak, it will not be affected 
by the lifting of concentration restric- 
tions, WPB explained. Under the re- 
vised order, over-all production quotas 
for the entire industry are established 
for the various types of equipment, and 
individual manufacturers will be grant- 
ed quotas on the basis of their capacity 
to produce and the labor situation in 
their areas. However, in no case will 








Dazey Senior Can Opener, 
Model No. 60 


SOON .. We Hope.. 
THERE’LL BE MORE TO GO ’ROUND 


To help Wholesalers and Retailers meet the huge national 
demand for a “Dazey Can Opener”—and other Dazey 
Kitchen Helps — we are exerting every legitimate effort 
to get materials released for civilian use... Just how soon 
enough will be obtained is a question we cannot answer 
now. But, rest assured that we will keep you folks in the 
trade regularly informed of our progress. 


DAZEY CORPORATION 


WARNE AND CARTER AVES. « ST. LOUIS 7, MO: 
15 
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production be authorized for a manu- 
facturer where it will interfere with his 
war work, WPB officials said. 

Any manufacturer who wishes to 
produce domestic cooking appliances 
and heating stoves should apply for 
authorization by letter to the WPB 
Plumbing and Heating Division, Wash- 
ington 25, D. C. Each producer will 
be allowed to produce stoves only in 
those fuel types that he manufactured 
during the base period (July 1, 1940, 
to June 30, 1941). 

The revised order also permits an 
additional gas range model. Besides the 
two standard full size models, an apart- 
ment size cooker may now be made. 
The restriction on the use of thermom- 
eters has been removed, but thermo- 
stats are still prohibited by Order 
L-23-c and the Copper Order, M-9-c. 
However, the revised L-23-c does permit 
the use of those thermostats which are 
already in stock and those which are 
produced on appeal, WPB pointed out. 


x** 


CONTRACTS for approximately 16 
per cent of the 3,500,000 padlocks re- 
quired by the Navy during the next 
10 or 12 months have not yet been 
placed, the Hardware Industry Ad- 
visory Committee was told at its recent 
meeting. A representative of the Navy 
urged that the industry review its pro- 
duction commitments and make every 
effort to accept contracts for this re- 
maining 16 per cent (560,000 padlocks) 
of the Navy’s program. 

The present backlog of unfilled orders 
averages from 9 to 10 months, industry 
members said. Plant capacity is ade- 
quate, but severe labor shortages are 
retarding production. Certain specifi- 
cations on models and metals have been 
waived by the Navy in an effort to make 
it possible for the industry to fill re- 
quirements, WPB officials pointed out. 
The Army’s requirements for padlocks 
during the coming 12-month period 
will probably also be large, they said. 
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RELAXATION OF ORDER L-74 
to permit production of a limited num- 
ber of Class B (residential) oil burners 


to replace old equipment that is badly | 
worn or damaged beyond repair was | 


recommended by the Oil Burner In- 
dustry Advisory Committee at a recent 
meeting. The committee reported to 
WPB that no production of domestic 
oil burning equipment has been per- 
mitted, except on rated orders, for more 


than two years, and present stocks of | 


Class B oil burners are now far below 
minimum inventory levels, WPB said. 

The present inability of dealers to 
get necessary replacement oil burners 
for their customers has put an undue 
burden on the public and the industry 
to keep the installed equipment oper- 
ating at a sufficiently high level of 
efficiency to maintain a healthful con- 
dition in users’ homes on their fa- 
tioned allotment of fuel oil, according 
to the committee’s report. Some new 


production for civilian use is impera- | 


tive, members of the committee said. 


Minimum needs for replacement pur- | 
poses can be met without interference | 


with war work in manufacturers’ plants, 
and with a minimum of skilled labor, 
the report said. The subject of critical 
components required for maintenance 
and repair of oil burners was also dis- 
cussed. WPB officials reported that the 
motor situation is steadily growing 


worse and added that orders for new | 


motors with high ratings have a time 
lag on delivery from six to 15 months. 





“G I Bill of Rights” 
Provides Benefits for 
Returning Servicemen 
(Continued from page 45) 


this type will cease seven years 
after the war’s end. However, if 
the Army or Navy continued the 
education of service personnel along 
the lines of their pre-war education 
then this type of veteran would not 
be eligible for the educational aid. 

In buying or repairing a home, 
buying or stocking a farm, or estab- 
lishing a business, veterans can ar- 
range for Government-guaranteed 
loans. The Government will guar- | 
antee 50 per cent of the loan up to 
$2,000 and will pay the first year’s | 
interest on the part of the loan that 
it guarantees. Under this plan, a | 
veteran may borrow up to $4,000, 
with the Government backing up 
half of the amount. 

Loans can be obtained from banks, 
loan offices, or even individuals. The 
veteran must establish collateral on 
his part of the loan. Interest can- 
not exceed 4 per cent, and the loans | 
must be paid up within 20 years. 

The Government will also guar- | 
antee in full a secondary loan up to 
20 per cent of the cost of the prop- 


(Continued on page 74) 
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BIGGEST SELLING 
DRAIN OPENER IN THE 
HARDWARE FIELD 


Here’s a drain opener that gets action for the 
dealer because if gives action fo the user. 
E-JECT-0 opens all types of drains amaz- 











ingly fast. It will open the door fo new 


sales and profits for you. 





FROM YOUR JOBBER 
OR DIRECT 









Best Seller—Here’s a display package 
to catch the eye — and make people 
buy! Just set it on your counter and 
put it to work. It contains 50 fasteners 
to a box—12 boxes to carton. 


Here’s Why—People are making old 
things do—using care to save wear— 
just the place for corrugated fasteners 


CME STEEL CUMPAN 





—to lengthen the service of wooden 
household articles difficult to replace. 
Available in Bulk Lots — in standard 
cartons — 500 to 1000 fasteners — 10 
boxes to carton — varying sizes and 
quantities, also 100 lb. kegs. 

Get the Story—of this quick turnover 
item from your jobber or write direct. 


2838 ARCHER AVE. 
CHICAGO 8,ILLINOIS 


Also manufacturers of Acme Steelstrap and Strap-applying Equipment 
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M. R. Peck Heads Eastern 


Hardware Golf Association 


E. A. Neal, Nicholson File Co., medalist. 


S. D. Allen, Henry 


wins Championship 


Disston & Sons, Inc., 
Hardware Bowl. Pen- 


alty collections go to Red Cross. Money 


normally used for 


trophies, etc., turned 


over to tobacco fund for overseas soldiers. 


One hundred and fifty hard- 
waremen attended the 8th an- 
nual golf tournament of the East- 
ern’ Hardware Golf Association 
held June 8-10, inclusive at the 


@ 





PETER IGOE, JR. 


Westchester Golf Club, Rye, 
N. Y. Peter Igoe, Jr., Igoe Bros., 
Inc., Brookyn, N. Y., retiring 
president was succeeded by M. 
R. Peck, The McKay Co., Pitts- 
burgh, Pa. Vice presidents are: 
L. A. Hoeflich, Supplee-Biddle 
Hardware Co., Philadelphia, Pa., 
wholesalers, and Douglas W. 
Franck, Safe Padlock & Hard- 
ware Co., Lancaster, Pa. H. L. 
Gilliam, Wood Shovel & Tool 
Co., New York City, continues 
as secretary-treasurer. 

Leo C. May, May Hardware 
Co., Washington, D. C., whole- 
salers, is chairman of the board. 


Board members are: R. O. Reck- | 


nagel, Corbin Screw Corp.; 
Joseph M. Kennedy, Bigelow & 


Dowse Co., Boston, Mass., whole- 
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salers; John H. Stauffer, Herr & 
Co., Lancaster, Pa., wholesalers; 
E. H. Talmon, Imperial Knife 
Co.; Stanley Woodward, The 
Ruberoid Co.; Chester C. Butts, 
Butts & Ordway Co.; John O. 
| Findeisen, American Fork & Hoe 
| Co., Cleveland, Ohio; Stuart A. 


Russell, J. Russell & Co., Inc., | 
| Holyoke, Mass., wholesalers, and | 
Lloyd Vander Horst, Wm. H. Cole | 
& Sons, Baltimore, Md., whole- | 


| salers. 

| E. C. Griswold, formerly of 
Corbin Cabinet Lock Co., was 
| tournament manager. Edmond A. 
| Neal, New York City, Nicholson 
File Co., was medalist. Winner 
of the first flight and of the 
| championship hardware bowl was 
| Samuel D. Allen, Henry Disston 
Runner up for the first flight was 
| Joseph A. Eigo, A. N. Nelson Co., 
Brooklyn, N. Y. Second flight 
winner was Marion F. Willis, 


R. F. Willis & Bro., Inc., Penns | 


| Grove, N. J., runner-up being R. 





H. L. GILLIAM 


| & Sons, Inc., Philadelphia, Pa. | 


| states of Virginia, 
| South Carolina, Alabama, Flori-| ignation American Screw Prod- 





E. C. GRISWOLD 


| W. Chamberlain, The Stanley 
Works, New Britain, Conn. Amos 
M. Coath, Frank W. Winne & 
Son, Inc., Philadelphia, Pa., was 
winner in the third 16, runner- 
up being R. C. -Huntington, 
Barker, Rose & Kimball, Inc., 
Elmira, N. Y., wholesalers, Wil- 


| National Carbon Co., 


} 

The National Carbon Co., Inc., 
New York City, recently an- 
nounced that sales of all the 
y company products will be han- 
dled nationally from seven divi- 
sional offices. Four of these 
| offices are now in operation and 
the other three will be added by 
Oct. 1. All sales activities in the 
southeast have been consolidated 
under a new Atlanta, Ga., divi- 
sion office. J. F. Warnell, former- 


ly manager under the “district” | 


system, 
from New York, has returned to 
Atlanta as division manager. The 
assistant manager is C. J. Chap- 
man, who has been in company 


| sales for the last 10 years, and 


W. R. Peppard has been named 
office supervisor. 


and recently operating | 


The organiza- | that 


, liam J. Brodesser, R. F. Willis 
& Bro., Inc., Pennsgrove, N. J., 
wholesalers, was winner in the 
fourth 16, with Keen F. Markey, 
Ames-Baldwin-Wyoming Co., the 
| runner-up. H. L. Usher, New 
York City, Oliver Iron & Steel 
Corp., was winner in the fifth 
sixteen, 

Two short holes on the course 

were made penalty holes, those 
players who did not make the 
green having to pay a penalty, 
with an additional one if they 
| went into a trap adjacent to those 
holes. In two days of play the 
American Red (Cross, for the 
benefit of which the penalty 
| holes were established, received 
a total collection of $219.66. 
Funds which would in peace 
times be devoted to the purchase 
of trophies and other awards 
were contributed for the purchase 
of cigarettes, cigars and pipe 
tobacco for soldiers at overseas 
points to be selected by the War 
Department. The latter fund was 
more than $400.00. 





Sales to Be 


| Handled by Seven Divisional Offices 


| has been with the sales organiza- 
tion of the company for more 
| than a decade. Assistant man- 
| ager of the division is J. L. Mul- 
len, formerly district manager at 
| Atlanta, and J. F. Uhl is office 
supervisor. The former district 
offices at 200 South Ervay St., 
| Zone 1, have been retained. This 
| division will cover, in addition 
| to Texas, all of Kansas, Okla- 
| homa, New Mexico, Mississippi 
and Louisiana, and part of Ten- 
nessee. ict 2s 

MAKE SCREW PRODUCTS 

UNDER DEUTSCH NAME 

The Deutsch Co., Los Angeles, 
| Cal., manufacturers of hydraulic 
valves and fittings, has announced 
operations of its former 





tion is using the former district | American Screw Products Divi- 


address, 41 Marietta St., Atlanta | 
3, Ga. This division will com- | 
prise, in addition to Georgia, the | 


North and | 


da, and most of Tennessee. 
C. C. Joslyn will manage the 
new Dallas, Tex., division. He 


sion are now being conducted un- 
der the firm name The Deutsch 
Co. The company discontinued 
operations under the former des- 
ucts Division because of con- 
fusion with other concerns with 
which it has no connection. 
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Katzinger Company Streamlines 
Its Name to Ekco Products Company 


News has just been received 
that as of July Ist, the name of 
Edward Katzinger Company, Chi- 
cago, has been changed to EKCO 
Products Company. According 
to the announcement, the new 
name incorporates the familiar 
“Ekco” trademark with which 
the company has been associated 
for a good many years. In mak- 
ing the change, official recogni- 





tion is being given to the popular 
trend of referring to the firm as | 
“Ekco,” instead of using the | 
longer name. 

“This name change is only the | 
first visible step in a program of | 
increased post-war activities we | 
are now planning,” states Lee B. | 
Thomas, president of the com- | 
pany. “Our all-out war efforts | 
which won for us the Army-Navy 
‘E’ Flag last March, have equip- 
ped and inspired us to render | 
even finer service to our regular 
customers after the war. We are | 
making plans now to expand our | 
usefulness to our many friends 
in the trade, while providing em- 
ployment for our enlarged per- 
sonnel. Our new, shorter name 
is the first step in that direction. 
It will be easier to remember in 
the coming peace-days when we 
hope to give our customers many 
profitable reasons for remember- 
ing us.” 

This well-known housewares 
firm was founded in Chicago in 
1888 by the late Edward Katzin- 
ger. At first, the company manu- 
factured baking pans and other 
similar equipment for the baking 
industry. Later, the line was 
widened to include pans for 
household use. With the pur- 
chase of the A. & J. Kitchen Tool 
Company and Geneva Forge, Inc., | 
the company entered the kitchen | 
tool and cutlery field, spreading | 
its operations beyond the con- 
fines of the United States by 
opening a manufacturing plant 
near Birmingham, England. Last 
year, Sta-Brite Products Com- 
pany of New Haven, Connecticut, 
was purchased, making the Katz- | 
inger Company one of the largest | 
manufacturers of housewares in | 
the world. 

Beyond a change of name, no | 





other changes are being made in | 


the company personnel or method 
of operation. 
tives continue to direct the activi- 
ties of the company. Arthur 
Keating is chairman of the 
board, and Lee B. Thomas is 
president of EKCO Products 
Company. 


— 


GENERAL MILLS TO BE 
IN APPLIANCE FIELD 


Harry A. Bullis, president of 


| General Mills Inc., Chamber of 


Commerce Bldg., Minneapolis, 
Minn., flour millers, has recently 
announced that the company 
plans to enter into the electrical 
home appliance field. The plans 
provide for a line of small ap- 
pliances as typified by coffee 


| makers, and home mixers. 


‘NATIONAL ENAMELING 
& STAMPING NAMES 
TWO VICE-PRESIDENTS 


Jas. F. Howard and E. G. 


Gardner were recently appointed 


vice-presidents of the National 
Enameling & Stamping Co., Mil- 
waukee, Wis., at a meeting of 
the board of directors held in 
New York City. Mr. Howard has 
been employed by the Nesco com- 
pany since 1926. He was elected 
secretary and treasurer by the 
board in 1934, an office he will 
continue to hold in addition to 





JAS. F. HOWARD 


The same execu- | 








| industry. 
| Pettit, who recently resigned to 





E. G. 


GARDNER 


his new _ responsibilities. Mr. 
Gardner joined the company in 
1939 as factory manager of the 
Milwaukee branch. He was 
named vice-president in charge of 
manufacturing in the company’s 
five factories in June, of that 
same year, a position he will con- 
tinue to fill. The company is at 
present engaged almost exclu- 
sively in the manufacture of war 
materials. 


R. J. DOWN HEADS 
PHILADELPHIA DIV. 
JOHN LUCAS & CO. 


Russell J. Down has been ap- 
pointed Philadelphia Division 
manager for John Lucas & Co., 
Inc., 322 Race St., Philadelphia 
5, Pa. Mr. Down has spent many 
years in the paint industry, and 
has a thorough knowledge of 
merchandising, salesmanship and 
a wide acquaintance in the paint 
He succeeds James J. 


accept a position with Woodward 
& Dickerson, who are brokers of 
general by-products. Mr. Pettit 
had been with the company for 


| 23 years. 


WEBER SALES MGR. 
HERR & COMPANY 
Edward J. Weber, who has 


been associated with Herr & Co., 
wholesalers, Lancaster, Pa., for 
the past 10 years was recently 
appointed sales manager of the 
company. 


St. Paul. 





FARWELL, OZMUN, KIRK 
PERSONNEL CHANGES 
Walter J. Swanson has recently 

been transferred from the head- 
quarters of Farwell, Ozmun, Kirk 


& Co., Inc., St. Paul, Minn., 
wholesalers, to Winona, Minn., 
where he is now representing 


the firm in that territory. John 
Wittestead is now in Minot, N. 
D., succeeding Art. Nelson, who 
has been assigned new duties in 
the house. George Underwood, 
Jr., has taken over the territory 
from Grand Forks, N. D., re- 
lieving Roy Plumb, who is now in 


STRATTON MGR. 
REFRIGERATION FOR 
CROSLEY CORP. 


Lee Stratton, has recently been 
appointed manager of refrigera- 
tion of the manufacturing divi- 
sion of the Crosley Corp., Cin- 
cinnati, Ohio. Mr. Stratton has 
had wide merchandising experi- 
ence throughout the U. S., as 
well as in Canada, England, and 
France. Mr. Stratton served as 
district manager for the Nash- 
Kelvinator Corp., and later di- 
rected operation on all products 
for Nash-Kelvinator in St. Louis 
as western branch manager. Fol- 
lowing conversion of civilian pro- 
duction to war production after 


Pearl Harbor, he was named 
personnel director of Nash- 
Kelvinator’s propeller _ plant, 


Lansing, Mich. He later served 
as manager of the Cleveland 
office of procurement for defense 
products. ~ 





LEE 


STRATTON 
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FOR MORE POWER 


with Phoenix and Juniata Shoes 





Keeping America’s work animals 
in peak condition . . . healthy and 
powerful . . . is an important task 
you can help perform — profitably. 

You can help . . . by carrying a 
complete line of Phoenix and 
Juniata Horse and Mule Shoes, and 
recommending them wherever pos- 
sible. 

Economical Phoenix shoes — 
appreciated because they are made 
to rigid specifications for long wear and 
continued protection. Not only that... 
they are priced right for easy and quick 
sales. Stock up now. 








FREE . . . Any man interested in horses can use 
this book to advantage. It tells how to care for 
the feet of horses and mules —and it’s FREE. 
Write today for your free copy and details of 
FREE distribution to your customers. 


PHOENIX MANUFACTURING COMPANY 


JOLIET, ILLINOIS 





| Estate Stove’s Post-War Policy to Be 
Distribution Through Specialty Jobbers 





The Estate Stove Co., Hamil- 
ton, Ohio, has announced that its 
post-war distribution policy calls 
for selling exclusively through 
wholesale specialty distributors. 
An important part of the com- 
pany’s post-war plans according 
to Stanley C. Bernhardt, vice- 
president in charge of sales, is 
greatly increased production so 
that the factory’s expanded facili- 
ties may be utilized but with con- 


centration on a small number of 
models in each line. 

As to the company’s post-war 
line, said Mr. Bernhardt, dealer 
mark-ups will be in no way af- 
fected and the line will include 
ranges and heaters for all fuels, 
all sold under the Estate trade 
name. Increased national adver- 
tising and merchandising plans 
are being prepared. 








ELECT KIMMEL TO 

BELKNAP BOARD 
Fred Kimmel, Jr., has recently 
been elected a member of the 
board of directors of the Bel- 





FRED KIMMEL, JR. 


knap Hardware & Manufacturing 


| 





Co., wholesalers, Louisville, Ky. 
He started his career with the 
company as a messenger in the 
order department and was later 
transferred to the hardware floor 
as an order clerk. He then be- 


| came an express clerk, both re- 
| ceiving and shipping, and finally 
| was transferred to the traffic de- 


| partment. 


He entered the U. S. 
Army in 1918, and after receiving 
an honorable discharge in Sep- 
tember, 1919, he returned to the 
traffic department. Later he was 
moved to sales division 3, and 


| appointed assistant sales man- 


ager. In 1922 he became assist- 
ant manager of the railroad and 
government sales department, and 
in 1929 he succeeded Mr. Dob- 
bins as manager of the buying 
department. He holds that po- 
sition today. 


PROCTOR WILL PRODUCE 





137,000 ELECTRIC IRONS | 


The Proctor Electric Co., 
Philadelphia, Pa., announces 
that WPB has approved the 
manufacture of 137,000 electric 


irons by that company during | 


| 
| 
| 
| 
| 


1944. The model to be made is 
the standard Proctor 970 which 
carried a suggested retail list 
price of $9.75. In compliance 
with OPA’s pricing policy, this 
price will be maintained. Catalog 
sheets describing the iron will be 
available in August. 

The company states that dis- 
tribution will be accomplished 


through established wholesale 
distributors on an _ allotment 
basis. It is expected that ship- 


ments will start on or near Octo- 
ber 1, 1944. 

As distributors will be notified, 
on or before August 1, regarding 
their allotments the company re- 
quests that orders be withheld 
until such notices have been 
received. 


UHLING APPOINTED 
VICTOR CONTROLLER 


Frank L. Uhling has recently 
been appointed controller of the 
Victor Electric Products, Inc., 
Cincinnati 2, Ohio. He is a past 
president of the Cincinnati 
Chapter of The National Asso- 
ciation of Cost Accountants, and 
is now serving as treasurer of 
the Cincinnati Control of the 


Controllers Institute of America. 
Victor Electric Products is a 
peacetime manufacturer of elec- 
ventilators, 


tric motors, and 


ironers. 





FRANK L. UHLING 
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A. B. LEFTWICH 


LEFTWICH AND HUGHES 
ADVANCED BY 
REMINGTON ARMS 


A. B. Leftwich and Randall | 
H. Hughes have been named as! 


sales supervisors for Remington 
Arms Co., Inc., Bridgeport, Conn., 
in two southern districts. Mr. 
Leftwich, well known for his 
prowess in football, is recognized 
as one of the country’s crack 


shots. He has had wide sales 
experience with Remington in 


the south and southwest. His 
new headquarters will be 1241 


Liberty Bank Bldg., Dallas, 
Texas. 
Randall Hughes joined the 


Peters Cartridge Co., in 1932, 
and when that organization was 
merged with Remington Arms 
Co., he continued as a sales rep- 
resentative of Remington-Peters 
products in the Alabama terri- 





RANDALL H. HUGHES 


tory. His headquarters will be 
1518-19 Healey Bldg., Atlanta, 
Ga. Both men will be in charge | 


of sales development work for | ite Avenue, Minneapolis, Minn.. 
the | has recently moved its office to | 
| 5812-12th Avenue, South, 
} apolis 7, Minn. | 


the 
southwestern, 
territories. 


Remington-Peters in 
and_ southeastern 
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| Maize will include in his activi- 


| Du-Ril, new household fungicide, 


sales division of the firm. 


EXECUTIVES OF ST. 
CHARLES MFG. DISCUSS 
POST-WAR PLANNING 


The executives and supervisors 
of the St. Charles Mfg. Co., S 
Charles, IIl., recently met at the 
Baker Hotel in that city to dis- 
cuss post-war plans and policies 
for the promotion of its line of all- 
steel custom built kitchens. R. A. 
MacNeille, president of the com- 
pany, opened the meeting, and 
sales manager, P. P. Mosher, 
acted as chairman of the meet- 
ing, reviewing its past aceom- | 
plishments and outlining its post- 
war aims. A display of new 
proposed models and improve- 
ments was used as a basis of 
open discussions covering design, 
finish, arrangements of units, 
and the use of new materials. 
This company has been produc- 
ing tracer bodies for anti-aircraft 
shells, primers for trench mor- 
tars, dome nut rings for the Air 
| Corps, galley and other equip- 





RODS — up to 5” 





PORTER 


CUTTING 





meet almost every metal cutting requirement be- 
yond the capacity of one-hand nipper or shears. 


Multiple two-hand power plus jaw design to 
BOLTS — up to 34” in thread 


WIRE ROPE — up to 34” soft 
CHAIN — up to 54” soft 








ment for Navy landing craft and | 
Army supply vessels. 





CARBORUNDUM CO. 
OPENS BRANCH 
SALES OFFICES 


Charles Knupfer, vice-president 
in charge of sales, The Carborun- 
dum Co., abrasive and refactory 
materials, Niagara Falls, N. Y., | 
recently announced the opening 
of three new branch sales offices 
at Buffalo, N. Y., St. Louis, Mo.. 
and San Francisco, Cal. He 
also announces the appointment 
of three new district sales man- 
agers: G. S. Rogers, who will be | 
in charge of the Buffalo office: 
Gordon O. Watson, in charge of 
the St. Louis office, and W. T. 
McCargo, in charge of the San 
Francisco office. 








MAIZE DIRECTS 
MERCHANDISING OF 
MIL-DU-RID, ETC. 


Ed. R. Maize, Jr., has recently 
joined the trade sales division of 
the Interchemical Corp., Fair- 
lawn, N. J., in a sales executive 
capacity. He was formerly vice- 
president of Beacon Chemical 


Corp., Philadelphia, Pa. Mr. 
ties the merchandising of Mil- 


and Setfast canvas paint, two of 
the products sold by the trade 


M. MacLEAN SALES CO. 
MOVES OFFICE 


The M. MacLean Sales Co., 
formerly located at 4175 Yosem- 





Minne- 


Special models for hard wire, cable, etc., and for special 
services. Write for catalog. 


H. K. PORTER, INC., Everett 49, Mass. 


DRTER Jao CUTTERS, 


Aha Exciting Buy Fora Good Little Guy! 
ee £@) Mo, uc WS 
xe NV ( a 


NEW STREAMLINED METAL 


Shuler Walker 


MILES AHEAD AND 
GOING PLACES 


Both a Stroller 
and a Walker! 


Enameled B!ue-and-Ivory 




































Greater Volume! 

- och io C9er its! 

NATIONALLY More Sales! Bigger Profits: 

ADVERTISED %* Butterfly floor boards* permanently installed. 

e They fold up and stay up, out of the way. 

Newspaper No fuss and bother inserting loose floor pans. 

Mats %* Roomy trunk* for bottles, diapers, packages. 

Available May be opened and closed with handle 
attached. 

* Ball bearing double disc wheels with heavy 


rubber tires. Noiseless in operation. 
*® Anchor-balance construction. 

anced so baby won't tip 

construction to absorb shock. 


*Exclusive Shuler-Walker Feature 


Safe, 
over. 


solid, bal- 
Spring 








Wanupactured by 


SHULER 3 33 


Cleveland 13, Ohio 















Retail Men Working With OPA 


On Simplified Price Regulations 


WOULD APPLY TO MOST STORES 


Retail dealers seek use of historic mark-ups over cost 


instead of General Maximum Price Regulation. 


Re- 


tail Council seeks additional time to study proposals. 


A task committee of repre- 
sentative retailers will work with 
Office of Price Administration 
officials in a concerted effort to 
develop details of a proposed 
simplified price regulation to ap- 
ply to almost all retail stores 
except food stores, OPA an- 
nounced on June 13. 

After a series of conferences 
the previous week with its Re 
tail Council—composed of repre- 
sentative large and small retail- 
ers of all types from all parts of 
the country—OPA said an agree- 
ment has been reached to explore 
thoroughly the neff form of re- 
tail regulation. 

Retail dealers have asked OPA 
to allow them to use historic 
mark-ups over cost for the goods 
they sell in place of the General 


Maximum Price _ Regulation, 
which generally freezes each 
seller to the highest price he 


charged for the same article dur- 
ing March, 1942. OPA said it 
is willing to consider the use of 
the mark-ups each retailer used 
in some selected base period on 
the condition that they can show 
that such a plan would not in- 
crease prices to consumers. 

If such a plan can be per- 
fected, it will give the retailer the 


simplicity of operation he has 
been seeking, OPA said, which 
is not possible under a type of 


regulation that freezes his prices 
to a base period. On the other 
hand, it would have to give the 
consumer the protection he needs 
from increasing prices, says OPA. 

A resolution adopted by the 
Retail Council and presented to 
OPA expressed general approval 
of a tentative outline of a plan 
for a retail regulation based on 


individual store mark-ups, but | 
requested additional time to 
analyze the proposals. The re- 
tailers have agreed to form a 


task committee immediately. This 
will consist of a small group, 
which will work with OPA to 
iron out details of the plan. 

Working for OPA on the effort 
to set up the new regulation will 
be the members of the Retail 
Distribution Price Branch of the 
Consumer Goods Price Division. 
It will operate closely with the 
trade task committee. 
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the proposed regulation so that 


the proposals to be discussed 
| with the task committee in the 
very near future will be more 


concrete than the plan _pre- 
AMERICAN SCREW CO. 

ELECTS TWO 

VICE-PRESIDENTS 
The American Screw Co., 


| Providence, R. L, recently an- 
nounced the election of two new 
officers. Charles O. Drayton, 
formerly general sales manager, 
has been elected vice-president 
in charge of sales, and George 





CHARLES 0. DRAYTON 


H. Reama, formerly factory 
manager, has been elected vice- 
president in charge of manufac- 
turing. 





AMER. HOME PRODUCTS 
ACQUIRES PRESCOTT 
PAINT COMPANY 


Walter F. Silbersack, executive 
vice-president and general mana- 
ger of the American Home Prod- 

| ucts Corp., New York City, has 
| recently announced that negotia- 
tions have been completed by 
| that company to acquire the Pres- 
|cott Paint Co. The latter com- 
| pany, founded in 1934, specializes 
in making a new type of show- 
card color in water-thinned paste 


OPA is now writing a draft of | sented to the 


Retail Council. 
When the task committee has 
worked out details of the new 
regulation with OPA, the com- 
pleted plan will again be pre- 
sented to the Retail Council. 


paints, and also produces paint 
for camouflage. The American 
Home Products Corp., produces 
floor waxes, polishes and paint 
cleaners. The management, 
policies and personnel of the 
Prescott Co. will remain un- 
changed. Dr. Carl Iddings, 
president of Prescott, according 
to Mr. Silbersack, is an outstand- 
ing representative in the field of 
organic chemistry and chemical 
engineering, and will make a dis- 
tinctive addition to the com- 
pany’s scientific staff. Dr. Idd- 
ings is a member of the technical 
advisory committee, Protective 
Coating Section of the WPB, and 
chairman of the steering com- 
mittee, Calcimine & Water Paint 
Division, National Paint, Varnish 
and Lacquer Association. 





WARREN TELECHRON 
OPENS WORCESTER 
MASS. BRANCH 


The Warren Telechron Co., 
Ashland, Mass., manufacturers 


| of electric clocks, has recently 


announced the opening of a 
branch factory in Worcester, 
Mass., for the manufacture of 
electric alarm clocks, under WPB 
regulations. War Products are 
also to be produced at the new 
branch. 


CHANGES IN CHICAGO 
FOR BOSTON HOSE 


John H. Rowe, who has been 
Chicago manager for the past 
several years for the Boston 
Woven Hose & Rubber Co., Bos- 
ton 3, Mass., has recently been 
appointed vice-president in 
charge of western sales, cover- 
ing the territory from Chicago to 
the Pacific coast. Stuart A. 
Guild will succeed Mr. Rowe as 
manager of the Chicago office. 
He has been in charge of the 
Connecticut, Rhode Island, and 
western Massachusetts territory. 














A. C. SCOTT 


SCOTT V.-P. OF SALES 
FOR APEX ELEC. CO. 


A. C. Scott was recently ap- 
pointed vice-president in charge 
of sales of The Apex Electrical 
Mfg. Co., Cleveland, Ohio. Mr. 
Scott will direct all sales activi- 
ties of the company plants at 
Cleveland and Sandusky, Ohio, 
now devoted entirely to was 
work, but during peace time 
manufacturers of electric vacuum 
cleaners, washing machines, and 
ironing machines. In 1932, after 
19 years of merchandising ex- 
perience with the John Breuner 
Furniture Co., Oakland, Cal., Mr. 
Scott joined the sales department 
of The Apex Plant, in Emery- 
ville, Cal. Later he was trans- 
ferred to Cleveland as sales man- 
ager of the Apex Central Divi- 
sion. When the war started Mr. 
Scott was named director of war 
sales. 

WELDON EXEC. V.P. 

IN CHARGE OF SALES 

A. J. ALSDORF CORP. 


James F. Weldon has recently 
been appointed executive vice- 
president in charge of sales of 
the A. J. Alsdorf Corp., 223 W. 
Jackson Blvd., Chicago, IIl., ex- 
port sales organization. Mr. 
Weldon, who recently resigned 
as manager of the export division 
of the Zenith Radio Corp., has 
been actively engaged in export 
work for the past 16 years. He 
was formerly associated with Cer- 
tainteed Products Corp., and At- 
water-Kent Mfg. Co., where he 
was the export sales director. 
After the latter company was 
closed, Mr. Weldon joined the 
frigidaire export division of the 
General Motors Corp. In 1937 
he became the export manager of 
the Zenith Radio Corp. Mr. Wel- 
don is a member of the board of 
directors of the Export Mana- 
gers Club, in Chicago, and a 
member of the Export Committee 
of the Radio Manufacturers 
Association. 
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MEYER AND THOMSON 
BUYERS FOR 
SHAPLEIGH HDWE. 
The Shapleigh Hardware Co., 
wholesalers, 900 Spruce St., St. 


Louis 2, Mo., announces the ap- 





E. W. MEYER 


pointment of Edwin W. Meyer 
as buyer of mechanics’ tools, 


and Don J. Thomson, as buyer of 
and 


agricultural construction 


tools. 





ri 


DON J. THOMSON 


Mr. Meyer has been with the 
company for the past 33 years, 
of which he was on leave for 
about a year, while serving his 
country in World War I. For 
24 years he has been in the tool 
buying department, and is thor- 
oughly familiar with the duties 
that his new position will entail. 
Mr. Thomson entered the em- 
ploy of Simmons Hardware Co. 
33 years ago, and since 1919 has 
been active in the buying de- 
partment. He became affiliated 
with Shapleigh at the time of 
its purchase of the Simmons 
company. Since then he has as- 
sisted in the buying of agricul- 
tural tools and supplies. 





DIVINE BROS. BUY 
PROPERTY OF SAUQUOIT 
PAPER COMPANY 


B. D. Divine, president of 
Divine Bros., buffing wheels, cast- 
ers, and industrial truck wheels, 
and machinery manufacturers of 
Utica, N. Y., recently announced 
that his company had purchased 
the property of the former Sau- 
quoit Paper Co., 200 Seward 


JULY 6, 1944 


Ave., Utica, N. Y. 
take possession on July Ist, but 
complete removal from 102 
Whitesboro St., will not be 
effected for several months. 





N. Y. HARDWAREMEN 
HOLD GOLF PARTY— 
PLAN ONE FOR JULY 
In place of the usual monthly 
meeting in New York City 53 
members and guests attended the 


| June 23 golf outing of the Hard- 


ware Trade Association of New 
York at the Upper Montclair 
Country Club, Upper Montclair, 


|N. J. The club plans another 


golf party on July 27 at the 
North Hills Country Club, Doug- 
laston, Long Island, N. Y. Ar- 
rangements for the tournament, 
which was followed by dinner, 


| were in charge of Jack Perkins, 


J. H. Williams & Co., and H. L. 
Usher, Oliver Iron & Steel Co. 

Although it was a hot and 
cloudy day 36 golfers partici- 
pated in the tournament. C. F. 
Herrmann, with a 93, was low 
gross winner among the guests. 
Jack Smith, Holo Krome Screw 
Co., with a card of 75, was mem- 
ber low gross winner. Low gross 
runner-up, with an 83, was 
Edmond Neal, Nicholson File 


They will | 
| Robert Watson, Stanley Tools, 





Co. Low net guest winner was 
Eugene Foley, 
Products Co., 
Association 
Distributors, 


with 78 strokes. 
Bayonne Steel 
president, National 
of Sheet Metal 


turned in the high gross mem- | 


ber’s card while the high gross 
guest card was that of F. W. 
Graeben, Nicholson File Co. 

The Championship handicap 


cup was won by J. C. Hansen, | 


Hansen & Yorke Co., Inc., runner 
up being Jack Stites, Cleveland 
Twist Drill Co. 





TWO REPRESENTATIVES 
NAMED TO DISTRIBUTE 
MULTIFOLD DRYERS 
Multifold Products Mo., Man- 
field, Mass., has recently ap- 
pointed John T. Leadstone Or- 
ganization, Chicago, Ill., in the 
mid-west, and Steve R. Palmer, 


| lost to the tune of 6 to 1. 


Atlanta, Ga., in the southeast, to | 


distribute its folding laundry 
dryers. According to Irving Fish- 
man, sales manager for the com- 


pany, with offices at 1133 Broad- | 


way, New York City, the firm 


will display an outdoor dryer, | 
which will be five feet tall, dur- | 


ing the last week in July at the 
New York Housewares Show, Ho- 
tel Pennsylvania, New York City. 
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EMERSON RADIO & PHONOGRAPH CORP. WINS “E”: 


In recognition of their loyal and uninterrupted production of 





radio, radar and electronic equipment for the armed services, | 
| 


the employees of the Emerson Radio & Phonograph Corp., 
111 Eighth Ave., New York City, recently received the 
Army-Navy “E” production award. The “E” flag and lapel 
pins were presented by Army and Navy officers at a mass 
meeting of Emerson employees and executives in the grand 
ballroom of the Hotel Waldorf-Astoria, New York City. The 
Army and Navy were represented at the ceremony by Major 
Gen. William H. Harrison, Chief of Procurement and Distri- 
bution, Office of the Chief Signal Officer, and Commander 
P. K. Leberman, Chief of the Procurement and Production 
Branch, Radio Division, Bureau of Ships. Benjamin Abrams, 
president of the company, accepted the award on behalf of 
the employees, and Tom Slater, radio announcer, who acted 
as master of ceremonies, reviewed the history of Emerson 
since its establishment 20 years ago. ¢ company is now 
engaged in war work 100 per cent, making radar equipment, 
under-water sound devices, submarine warfare equipment, 
etc. Left to right: Maj. Gen. William H. Harrison, Col. 
R. C. Barrett, both of the U. S. Army; Gen. Sir Walter Ven- 
ning, of the British Army; Benjamin Abrams, president of 
Emerson; Col. C. R. H. Firth, of the British Army; Comdr. 
P. K. Leberman, and Comdr. S. J. Singer, both of the Navy. 


500 AT KEYSTONERS’ 
BIRTHDAY PARTY— 
150 GOLF PLAYERS 


Of the total of 500 members 
and guests at the Keystoners’ 
seventh birthday party held June 
21 at the Manufacturers Country 
Club, Oreland, Pa., 150 partici- 
pated in the golf tournament. 
Highlight of the sports program 
was the annual soft ball game 
between Purchasing Agents and 
the Keystoners, which the hosts 
The 
game was a scoreless tie until the 
fifth inning when the guests start- 
ed to go to town. William Dav- 
enport, Abrasive Co., Philadel- 
phia, was captain for the winning 
team. A. R. Crank, Bay State 
Tap & Die Co., was the Key- 
stoners’ captain. 

Low gross winner in the goll 
tournament was C. E. Monlux, 
Linde Air Products Co., with a 
76, second low being S. D. Allen, 
Henry Disston & Sons, Inc., with 
78, and W. D. Endres, Billings 
& Spencer Co., had third low 
gross with 79 strokes. The party 
was in charge of the entertain- 
ment committee. B. F. Butter- 
field, Greenfield Tap & Die Corp., 
being chairman. Other members 
are: Howard L. Pruner, Amer- 
ican Saw & Mfg. Co., and Robert 
Brown, Ace Drill Corp. The 
sports program was arranged by 
Robert W. Ingraham, Holo Krome 
Screw Corp. and J. J. Sweeney, 
Skilsaw, Inc. 

Present officers of the Key- 
stoners are: Millard I. Jackson, 
Behr-Manning Corp., president; 
John J. McCann, J. H. Williams 
Co., vice-president and F. W. 
Anderson, Precision Grinding 
Wheel Co., secretary-treasurer. 

After dinner, golf and soft ball 
awards were made, the festivities 
concluding with a bill of profes- 


sional entertainment including 
dancers, singers and a mind 
reader. 


EUREKA VACUUM’S NEW 
TREASURER, SWITZER 


Harold M. Switzer was recently 
appointed treasurer and comp- 
troller of the Eureka Vacuum 
Cleaner Co., Detroit, Mich. Mr. 
Switzer was formerly comp- 
troller and personnel director of 
the Earl A. Thompson Mfg. Co. 
Prior to that he served as chief 
accountant and paymaster for the 
United Motors Service for 13 
years. He was also connected ° 
with Chevrolet Motor Division, 
General Motors Corp., Flint, 
Mich. In addition to producing 
high-precision aircraft control 
motors, the company is also 
manufacturing gas masks, signal 
devices, and other material for 
the Army and the Navy. 
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IS COMING ! 
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Victory will increase the demand for food! 
That’s why it’s most likely that war limitations 
will be removed from farm equipment first. That's 
when Opportunity will be hammering on your 
door! Be ready with the right answer—/feature 
Planet Jr. in your plans for the future! 


For seventy-five years, Planet Jr. has been mak- 
ing growers’ work easief; helped them to grow 
better, more abundant crops with less work. That’s 
why there’s profit and prestige for you in this 
famous line of Garden Tractors and specialized 
Planting, Fertilizing, and Tillage Tools. 


Get set to make the most of the big opportunity 
headed your way—write for the Planet Jr. Tractor 
Catalog and the Planet Jr. Implement Catalog. 


S. L. ALLEN & CO., Inc. 
3425 N. 5th Street, Philadelphia 40, Pa. 


Planet Jr. 


FARM AND GARDEN TOOLS 








75 years making growers’ work easier 
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RADIO MFR’S ELECT 
COSGROVE PRESIDENT 


R. C. Cosgrove, Crosley Corp., 
| Cincinnati, Ohio, has recently 
| been elected president of the 
|Radio Manufacturers Associa- 
tion. Vice-presidents, elected in- 





R. C. COSGROVE 


cluded the following: David T. 
Schultz, Raytheon Production 
Corp., Newton, Mass.; Walter A. 
Evans, Westinghouse Electric 
& Mfg. Co., Baltimore, Md.; and 
R. C. Sprague, Sprague Special- 
ties Co., North Adams, Mass. 


SHOFFSTALL RETIRES 
AS GEN. MGR. OF 
INTERNAT. NICKEL 


A. S. Shoffstall has recently 
retired as general manager of the 
Huntington Works of The Inter- 
national Nickel Co., Inc., 67 
Wall St., New York City. Mr. 
Shoffstall will continue to serve 
the company in the capacity of 
a consultant to the head office. 
Joining International Nickel in 
1908, he has been general mana- 
ger since the Huntington prop- 
erty was purchased in 1921. He 
was in charge of the planning 
which led to the construction of 
the plant. Prior to his affiliation 


| general superintendent prior to 
his new appointment, has been 
named assistant general manager. 
Mr. Brown became affiliated with 
the company as assistant gen- 
eral manager in 1921], and pre- 
viously was superintendent of 
the Chesapeake & Ohio Rail- 
way’s Huntington shops for 10 
years. Mr. Marsh joined the 
company in 1928. 


SKILSAW WINS 
THIRD “E” AWARD 


The employees of Skilsaw Inc., 
Chicago, Ill., manufacturers of 
portable electric tools, have re- 
cently won for the third time, the 
Army-Navy production award for 
high achievement in the produc- 
tion of war materials. This is 
signified by the addition of a 
second white star to the “E” 
pennant. 


CENTRAL STATES DINNER 
AT ATLANTIC CITY 


On Sunday evening, October 
15, 1944, the day prior to the 
official opening of the Atlantic 
City Convention, the Central 
States Club will hold a dinner at 
Hackney’s. 


EMELOID MFG. CO. 
MOVES TO NEW FACTORY 


The Emeloid Mfg. Co., has re- 
cently moved from 573 Elm St., 
Arlington, N. J., to a larger 
factory located at 948 Lake 
St., Newark 4, N. J. This com- 
pany manufactures household and 
novelty items such as tie backs, 
table ware, etc., made from 
Emeloid tempered plastic. 








with International Nickel, he 
was superintendent of the sul- | 
phuric plant of the E. I. du Pont | 
de Nemours Co.’s, Repanno | 
Works, Gibbstown, N. J. He 
resigned this position in 1907 
to become superintendent of acid | 
plants, United States Bureau of | 
Ordnance, Indian Head, Md. In 
1908 he became connected with 
International Nickel serving od 
| several administrative and scien- 
tific capacities at the Orford 
Works, Bayonne, N. J., before 
his appointment as_ general 
manager of the Huntington | 
| works. 





| 








Brown, formerly as- 
manager, has 


| Herman 
| sistant general 





| Advertising manager, 
| | Stove Co., 


MURREL CRUMP 


Locke 


was recently re- 


elected to his third term as 
president of the Advertising & 


| been appointed Mr. Shoffstall’s | Sales Executive Club, Kansas 
successor, and John A. Marsh, City, Mo. 
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JOHNSON CANDIDATE 
FOR LT. GOVERNOR 
OF MINNESOTA 


Raynold O. Johnson, man- 
ager of the hardware department 
of the Johnson Bros. Store, 
Cloquet, Minn., has filed as a 
candidate on the Republican 
ticket for the office of Lieutenant 
Governor of Minnesota. Born in 
Cloquet, 46 years ago, he has 
spent his entire career in that 
region. A veteran of World War 
I, Mr. Johnson is a member of 
the American Legion, and has 
long been active in local civic 
affairs. He is president of the 
Cloquet Park Board and until fil- 
ing for office was chairman of the 
Carlton County war price and ra- 
tioning board since its inception. 


He has managed the hardware | 


department of Johnson Bros. for 
25 years. 
CROSLEY CORP. NAMES 
TWO DISTRIBUTORS 


The Graybar Electric Co., Inc., 


420 Lexington Ave., New York | cording to an announcement by 
* e | S 
City, has recently been appointed | Adolf Eccardt, sales manager, 


distributor for The Crosley Corp., 
Cincinnati, Ohio, in the state of 
Maine. They will handle the full 
line of Crosley radios and re- 
frigerators in that area, and in ad- 


‘SALES STAFF CHANGES 
SCOTCH TAPE DIV. 
MINN. MINING & MFG. 


Promotions and transfers af- | 


fecting five members of the 
Scotch Cellulose Tape division 


sales staff, Minnesota Mining & | 


Mfg. Co., Minneapolis, Minn., | 
have recently been announced. 
W. E. Zimmerman has been ap- 
pointed sales manager of the St. 
Paul division, and E. B. Thom- 
son, formerly St. Paul divisional 
sales manager, has been trans- 
ferred to the Pacific coast divi- 
sion as sales manager. P. W. | 
Mereness, who was Mr. Thonm- | 
son’s predecessor, will now be | 
sales manager of the Detroit, 
Mich., district. The new sales | 
manager in the Boston division is | 
A. S. Drew, and L. E. Tyas, | 
who has served as acting Cin- | 
cinnati sales manager, has been 
named sales manager in that di- | 
vision. 





P. W. MERENESS 


A. 8S. DREW L. E. 


‘dition, will stock a complete line 


| of parts for service and repairs4| 


| Marking its 75th year in the elec4 
trical industry, the Graybar Elec; 
tric Co. operates over 80 main 
and branch offices, warehouse 
and display rooms, throughout 
| the country. T. A. Huston is in 
| direct charge of the operation of 
| the Portland, Me., branch of 
| the company, and has been with 
it for seven years. He will hava 
personal charge of the sales and 
| service of Crosley products until 
a merchandise manager has been 
appointed. 

At the same time, Eads Bros, 
Furniture Co., Ft. Smith, Ark., 
| was appointed distributor for 
| The Crosley Corp., in the west 
|ern Arkansas and eastern Okla4 
| homa territory. 


CHARCOAL BRIQUETS 
| AGAIN AVAILABLE 
| By special authorization of the 
| War Production Board  char- 
| coal briquets are again available 
for unrestricted distribution, ac- 





Chas. Schaefer & Son, Inc., 304 
Meserole St., Brooklyn 6, N. Y., 





eastern distributor for Ford 
Charcoal Briquets which come in 
20-lb. and 40-lb. paper bags. 

| 


| 





W. E. ZIMMERMAN 
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E. B. THOMSON 
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— and you Dealers are waiting for 


WORD FROM UNIO™ 
when New-line Leaders 
can be released... 


New Sales-PULL is assured right now for 
the UNION Sporting Goods and tools you’ve 
found so profitable in the past. We’ve been 
planning for you while producing for War, 
—new plans by old hands who know what 
sells; evolved from the merchandising ex- 
perience of 80 years. 


All the items in which UNION excels will 
sell faster than ever by their new-feature 
appeal plus accumulated demand for UNION. 


ROLLER AND ICE SKATES, FISHING 


TACKLE, *CHISELS AND SCREW- 
DRIVERS, *HACK SAW _ FRAMES, 
GUN IMPLEMENTS. 





(*Available on priorities.) 
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OPA Conducting Nationwide Enforcement 
Program on Ceiling Prices 
Of Consumer Durable Goods 


Campaign aimed at supplier level as ‘‘major 
factor in retail price violations uncovered by 


OPA.” 
ers outline records requi 
prices were determined, 


Letters to manufacturers and wholesal- 


red as to how maximum 
base period statements, 


and copies of applications filed with OPA, where 


applications 
prices which must be r 


(Washington Bureau 
of HARDWARE AGE) 

For the past several months 
OPA has been conducting a na- 
tionwide enforcement program in 
the consumer durable goods field 
with special emphasis on record- 
keeping, as it applies to whole- 
salers and manufacturers. In 
this connection, a summary of the 
pricing records that manufac- 
turers, wholesalers and jobbers 
of consumer durable goods are 
required to keep was recently 
sent to them in a letter from 
OPA. The letter was sent from 
OPA district offices to manufac- 
turers and jobbers of hardware, 


housewares, electrical appliances, | 


cooking and heating appliances, 
watches, clocks, and other such 
commodities. 

Although the present OPA pro- 
gram concerns suppliers it is of 
prime importance to the retail 
trade, since this OPA effort at 
the supplier level should accom- 
plish a great deal toward reliev- 
ing price pressures on the re- 
tailer. It is obvious that when 
a supplier who has not been| 
complying with price seguletions | 


were made to OPA on ceiling 


eferred to that agency. 


| trict offices immediately. This 
| gets to the source of the viola- 
| tion and does away with the 
necessity of waiting for a con- 
sumer complaint to an OPA price 
panel before OPA knows any 
violation has taken place. 

Mr. Coplan said that OPA 
considers it a legal and patri- 
otic duty for retailers to report 
such violations and emphasized 
that if the retailer was afraid of 
losing his source of supply, if 
he reported a violation he need 
| not give his name, merely the 
facts in the case and OPA would 
take over from that point. 
| The letter explains that each 
firm is required to keep written 
| records which clearly show how 
| it determined its maximum 
| prices, and also includes a sim- 
ple suggested form on which a 
firm can keep its maximum price 
records. 

These records are required of 
wholesalers and jobbers by the 
General Maximum Price Regu- 
lation and of manufacturers by 
MPR 188. They are not new re- 
quirements, but have been a part 
of the General Maximum Price 








and their record-keeping provi-| Regulation since it became effec- 
sions starts complying the re-| tive in May, 1942, and of MPR 
tailer is no longer put in the} 188 since Aug. 1, 1942, the effec- 
position of passing on any over-| tive date of that regulation. 
charge or absorbing it in his nor- OPA said that the letters were 
mal mark-up. | mailed because investigations so 
Another important part of this | far concluded have shown that 
campaign to the retail trade is| there are many firms who, al- 
the fact that the record-keeping | though in technical violation, 
provisions of the General Maxi-| have been making honest efforts 


mum Price Regulation, outlined 
below, must be kept by retailers 
and are subject to inspection by | 
OPA officials at any time. 
Arnold I. Coplan, Chief of the | 
OPA Consumer Durable Goods 
Enforcement Branch, told Harp- 
WARE AcE that “the major fac- 
tor in retail price violations, un- 
covered by OPA, has been a vio- 
lation somewhere at the supplier 
level.” Mr. Coplan pointed out 
that it is important for the re- 
tail trade to report overcharges 
from their suppliers to OPA dis- 
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to follow the regulations. In- 
junction suits restraining such 
firms from selling articles until 
they have figured their ceiling 
prices in the proper manner, 
have not been filed against such 
firms. 

In reviewing the pricing rec- 
ords required, OPA said that the 
base period statement was of 
prime importance. If a 
was in business in March, 1942, 
he was required to prepare this 
statement by July 1, 1942, show- 
ing his highest March, 1942 price 


to each class of purchaser for 
| each article he sold or offered 
| for sale during that month. Many 
articles are the same now as they 
| were then. The base period state- 
| ment shows the maximum prices 
of these articles. In addition, 
when pricing new or changed ar- 
ticles, it is frequently necessary 
for a seller to refer to his base 
period statement. 

However, the base period state- 
ment alone cannot serve as a 
record showing how a seller de- 
termined his maximum prices 
for those articles which are 
changed or different from those 
which he sold in March, 1942. 
This is particularly true in the 
case of a seller who started in 
business, or changed to a new 
type of business after March, 
1942. 

The regulations set forth spe- 
cific methods by which a seller 
must determine prices for arti- 
cles which differ from those he 
sold in March, 1942. They re- 
quire further that, after determin- 
ing the maximum price according 
to the proper pricing method, 


ten record showing as precisely 


maximum price. 

Records showing how maxi- 
mum prices are determined for 
new or changed articles should 
not be confused with price lists, 
purchase invoices, sales invoices, 
or other business records, OPA 
pointed out. 

Some of the pricing provisions 
of the regulations require the 
seller to file with OPA a report 
or application to establish an ap- 
proved maximum price. In every 
such case, a seller must have a 
copy of the report or application 
which he filed with OPA, copies 
of price authorizations received 
from OPA, and all other corre- 
spondence with OPA in connec- 
tion with the report or applica- 
tion. These are his records 
showing how the maximum price 
for such an article was deter- 
mined. 

Other pricing provisions of the 
regulations which are applicable 
to new and changed articles do 
not require the seller to file a 





seller | 


report or application with OPA. 
In such cases the seller must pre- 
pare and keep available for in- 
spection by OPA a record which 
shows how he applied the pro- 


visions of the appropriate pricing | 


each seller shall prepare a writ- | 


as possible how he arrived at his 


| method in the regulation, in ar. 
| riving at his maximum price. 

| The pricing and record-keep. 
| ing provisions of the regulations 


| for new and changed articles are 
of paramount importance in to- 
| day’s market, OPA said. More 
| than two years have elapsed since 
| March, 1942, and an _ increas- 
ingly large proportion of the com- 
modities which are on the mar- 
ket today are no longer the same 
as those which were sold in 
March, 1942. Compliance with 
the pricing and’ record-keeping 
provisions which are applicable 
to new and changed articles is 
to a large extent the key to effec- 
tive price control and the pre- 
vention of inflation, according to 
OPA’s official announcement. 

Emphasizing the importance to 
the industry itself of keeping 
correct pricing records, the let- 
ter that was sent from the dis- 
trict offices states: 

“If properly prepared, these 
records are a convenience and 
protection to every business man. 
On the other hand, if a seller 
has not prepared and kept such 
records, he has no tangible evi- 
dence to show that he has taken 
the first step towards observance 
of the maximum price provisions 
of the regulation. For this rea- 
son, the obligation to prepare 
and keep records will be strictly 
enforced by OPA.” 





LANDERS WINS 
WHITE STAR 


Landers, Frary & Clark, New 


' Britain, Conn., manufacturers of 


Universal household helps, was 
recently awarded the white star 
for continuous high production 
schedules since the original 
Army-Navy “E” pennant award 
in Nov., 1943. This entitles the 
company to add the star to the 
“E” pennant. 


FOUR CHILDREN OF 
M. O. NEWBY IN SERVICE 


The four children of M. O. 
Newby, secretary of the Stowe 
Hardware & Supply Co., whole- 
salers, Kansas City, Mo., are now 
in the service. The twins, John 
R. and William E. Newby, 20, 
are in the A. S. T., U. S. Army. 
Mack Owen Newby, 23, is an en- 
sign in the Navy, and Sara Kath- 
erine, 24, is a SPAR in the U. S. 
Coast Guard. Sara and Mack are 
graduates of Kansas City Univer- 
sity, and Bob and Bill were in 
their junior year when called to 
military service. For a number 
of years, while they were attend- 
ing school, Mr. Newby sent them 
on long vacation tours during 
which time they saw most of the 
U. S. 
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HIERMEIER MANAGES 
ST. LOUIS BRANCH 


BROWN INSTRUMENT CO. 


VY. H. Hiermeier has recently 
been named industrial manager 
of the St. Louis office of the 
Brown Instrument Co., Philadel- 
phia precision industrial instru- 


ment division of the Minneapo- | 


lis-Honeywell Regulator Co. Mr. 


Hiermeier, who succeeds I. K. | 


Farley, has had 15 years’ experi- 


ence in the industrial instrument | 
field. For the past few years he | 
has been affiliated with the Brown | 


company in its Chicago office. 





SAN FRANCISCO PLANS 
RECONVERSION MARKET 


At the Western Fall Market, 
July 24 to 29, to be held at the 
Western Merchandise Mart, San 
Francisco, Calif., some manufac- 
turers will have definite plans for 
reconversion to civilian supplies 








to take effect when the invasion 
proves successful. 

During recent months many 
new and former exhibitors have 
acquired showrooms in the Mart, 
and a gradual reconversion of the 
building is now in progress. The 
coming Fall Market features the 
traditional “Six Great Markets 


trial 


secutive Western Home Furnish- 
ing Market, the 23rd Western 
Floor Covering Market, the 20th 
Western Appliance Show, the 
14th Housewares, Lamp and Gift- 
wares Show, the Western Cur- 
tain and Drapery Show, and the 
Western Linens, Domestics and 
Bedding Market. 





LABRIE NAMED 
TECHNICAL DIRECTOR 
PAISLEY PRODUCTS 


Laurent J. LaBrie has recently 


been named technical director of | 
| the Chicago and New York City | 


plants of Paisley Products, Inc., 
Chicago, Il]. Mr. LaBrie was for- 
merly Chief of Heavy Chemicals 


Unit, OPA, and had served in | 
his capacity from 1942, to 1944. | 


Prior to the latter position, he 
served as technical director of 
J. A. Tumbler Laboratories, Bal- 
timore, Md., and as vice-president 
of its Canadian subsidiary. From 
1927 to 1934 he was chief cheim- 
ist and superintendent of Farboil 
Paint Co., Baltimore, Md. Under 
his guidance the synthetic resin 


adhesives and thermoplastic coat- 


ing divisions will be expanded 


and coordinated with the indus- | 
the | 


research program of 
Paisley starch and dextrine adhe- 


in One,” combining the 58th con- | sive divisions. 





a ae 














HAMLIN METAL PRODUCTS CO. WINS “E” AWARD: 
The Army-Navy “E’’ award was recently presented to the 
employees of The Hamlin Metal Products Co., Akron, Ohio, 
on the company grounds. Lt. Col. Wm. W. Phelps, Cleveland 
Area, Representative of the Central Procurement District, 
presented the pennant to M. D. Walklet, executive vice-presi- 
dent of the company. Producers of brake discs, bomb heads, 
bomb cap protectors, and numerous other war materials, the 
company manufactured stampings for the automobile trade, 
shovels, rakes, spades, etc., before the war. Lt. Comdr. 
Eugene Daugherty, Executive Officer in Charge of navy air- 
plane production at the Goodyear Aircraft Corp., Akron, 
Ohio, presented the “E” pins to Lyle Wilcox, representative 
of the employees. Assisting in the presentation of the pins 
was S/Sgt. Wm. D. Boyce, wounded World War I! veteran. 
a left-waist gunner on a B-24 Liberator Bomber. He made 
20 missions before being wounded by 20 mm. cannon fire. | 
Left to right: M. D. Walklet, executive vice-president of 
Hamlin Metal Products Co.; Lyle Wilcox: Lt. Comdr. Eugene 
Daugherty, and Lt. Col. Wm. W. Phelps. 
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25 Per Cent of Accounts Promoting 


‘U” Plan for “V” Day Are Hardware 


"According to Landers, Frany 
& Clark, manufacturers of Uni- 
versal household helps, New 
Britain, Conn., over 25 per cent 
of the retail accounts now pro- 
moting the “U” Plan for “V” 
Day program are hardware deal- 
ers. The dealers show that they 
are seriously thinking of the post- 
war future and it is felt that 
more dealers realize the advan- 
tages to them in making it pos- 
sible to secure prospective cus- 
tomers on household lines which 
have been temporarily discon- 
tinued. This “U” Plan for “V” 
Day is a simple approach to 
dealer problems resulting from a 


SIKKING HEADS NAT.. , 
ELEC. RETAILERS ASSN. 


Chester B. Sikking, A. W. 
Sikking & Co., Springfield, Il., 
hardware dealers, was elected 
president of the newly formed 
National Electrical Retailers As- 
sociation, at a recent organiza- 
tion meeting. Mr. Sikking has 
been in the hardware business 
in Springfield for the past 25 
years, having taken over active 
management of the business in 
1920, at which time his father 
retired. The Sikking company 
has operated a household appli- 
ance department since its found- 
ing in 1904. Mr. Sikking has 
long been active in the Illinois 
Retail Hardware Association, of 
which he is a past officer, and in 
the Illinois Implement Dealers’ 
Association. 

J. A. Cobbey, Chicago, TIl., at- 
torney for the association, is act- 
ing secretary. Until July 1 all 
communications for the associa- 
tion should be directed to Mr. 
Cobbey’s office, at 135 S. LaSalle 
St., Chicago, II]. On July 1, The 
National Electrical Retailers’ As- 
sociation will open its headquar- 
ters and offices in the Merchan- 
dise Mart, Chicago, Tl. 





FARM JOURNAL OPENS 
RURAL ELECTRIC 
INFORMATION EXCHANGE 


A central bureau called “Rural 
Electrification Information Ex- 
change” has been established by 
the Farm Journal to collect and 
disseminate information about 
electricity and its relationship to 
agriculture. The data will be 
available on request to manufac- 
turers, advertising agencies, 
wholesalers, farm electrical deal- 
ers, utilities, all REA agencies 
cooperatives, agricultural 


survey extended to dealers in 
48 states. It is designed to help 
the hardware dealer make a 
larger profit from the postwar 
market, and to aid his business 
today. It provides a flexible, or- 
derly plan for handling a large 
volume of business during the 
competitive postwar period, cre- 
ating a backlog of potential or- 
ders identified as to customers’ 
names and addresses. If the 
hardware dealer plans now for 
prospective sales through organi- 
zation of a consumer check list, 
it is evident that he is in line 
for a goodly share of the national 





distributors 
Pressed Stee] cabinet sinks and 
kitchen 
cated at 381 4th Ave., New York 
City 16, has recently moved to 
the Architects Bldg., 101 Park 





schools, etc. It is under the di- 
rection of Frank E. Watts, whose | 





income, after the war. 


experience in the electrical indus- 
try extends back over 36 years. 
He has been associated with 
Farm Journal for the past three 
years as an executive assistant 
specializing in the study of farm 
electrification. The exchange is 
located at 420 Lexington Ave., 
New York City. 





NEW YORK GIFT 
SHOW TO BE HELD 
AUG. 28 TO SEPT. 1 


The New York Gift Show, 
sponsored by The National Gift 
& Art Association, Inc., under 
the direction of George F. Little 
Management, Inc., 220 Fifth Ave., 
New York City, will be held at 
both the Hotel Pennsylvania and 
the Hotel New Yorker from 
Aug. 28 through Sept. 1. 

ROBBINS, EMERSON 
V.-P. ADDRESSES 
UNIVERSITY CLASS 


Charles Robbins. vice-president 
of Emerson Radio & Phonograph 
Corp., 111 Eighth Ave., N. Y., 11, 
delivered a lecture on sales man- 
agement at Columbia University 
to a class of industrial engineer- 
ing students. Detailing the or- 
ganization, functions, and respon- 
sibilities of the sales department, 
Mr. Robbins emphasized the 
potentialities in the post-war era 
for those wishing to enter the 
selling profession. 





WEISS & BESSERMAN 
MOVE OFFICES 


Weiss & Besserman Co., Inc., 
for Youngstown 


cabinets, formerly |o- 


Ave., New York City. 
OBITUARIES—PAGE 68 
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PRIORITIES 


AND WAR-TIME ORDER: 








WMC PRIORITY REFERRAL FOR 
MALE LABOR PROVIDES SPECIFIC 


(Washington 
of HARDWARE 


Bureau 
AGE) 


Under the new War Man- 
power Commission priority refer- 
ral plan for all male labor, effec- 
tive July 1, the average hard- 
ware dealer will find it increas- 
ingly difficult to recruit 
male help, particularly if he is 
located in a critical labor area. 
The plan applies to male labor 


new | 


throughout the country, in -both | 


critical and non-critical areas. 

All hiring will have to be done 
through local United States Em- 
ployment Service offices. Speci- 
fic details of the plan will be 
worked out on a local basis. 

In critical labor areas man- 
power priority committees will 
determine labor priorities and 
set employment ceilings. If the 
ceilings are not reached in these 
critical areas retailers will have 
little opportunity to get new help 
from that area. 

If a hardware store sales clerk 
wants to change his job he must 
first contact his prospective em- 
ployer; the new employer in turn 
must prove to the local USES 
office a greater need for the man 
than his present employer. Then 
a referral slip will be issued. 
The clerk must also have a cer- 
tificate of availability from his 
old employer or from USES. 

The hardware dealer 
needs help will register with 
USES and if he is located in a 





who | 


non-critical area it is possible | 


that some help will be referred 
to him. 

Employers will have a wide 
latitude of selection in accepting 
men sent to them by USES and 
will not have to accept the first 
one sent if he doesn’t fill the 
bill. Conversely if a man is re 
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PLANS ON LOCAL BASIS 


DOES NOT APPLY TO FEMALE EMPLOYEES 


Employees will not have to accept all job can- 
didates referred to them. Part-time employees 
subject to new regulations, but local arrange- 
ments will be worked out for such situations. 


ferred to a hardware store and 
doesn’t like the job offered, there | 
is no compulsion used to make | 
him take the job. Instead he will 
be offered other jobs for which 
he is qualified in essential and 
locally needed activities in the 
order of the relative urgency to 
the war effort. 

An important point in this sys- 
tem is the fact that it does not 
apply to female employees. This 
is the only break given to retail- 
ers in the whole order. 

Summing up the entire situ- 
ation, a new prospective em- 
ployee must possess a certificate 
of availability, as has been the 
case in the past, and a priority 


referral certificate issued by | 
USES or in accordance with | 
arrangements approved by 


USES, before he can be hired. | 
“Arrangements” include place- 
ments through union hiring | 
halls, by colleges and universi- 
ties, and other normal employ- 
ment channels 
WMC. 


Emphasizing that the new sys- 


| . . 
| essential job in the area. 


tem was necessary, but that em- 
ployers and employees would be 
restricted as little as possible, 
Paul V. McNutt, WMC Chair- 
man, in announcing the plan 
said, “To the greatest degree con- 
sistent with the war needs work- 
ers subject to priority referral 
shall be given the maximum pos- 
sible freedom of choice as to the 
jobs they want. Employers also 
shall be given the maximum 
possible freedom of choice as to 
the workers they employ.” 

A man will be referred to other 
than an essential job only if: 

1. He is not needed for any 


2. He is unable to accept an 
essential job outside the area. 

3. He cannot take the job 
without undue hardship or un- 
less special emergency circum- 


charge to take any job he wants, 
even if it is in a non-essential 
industry. After that he will be 
| referred to a job through the 
| channels indicated by WMC. 

In principle, part-time work- 
ers also come under the 
plan, but local arrangements will 
be worked out to handle that sit- 
uation. Ordinarily, the very na- 
ture of this work makes it im- 
practical to place the same 
restrictions on the choice of part- 
time jobs as are placed on full- 
time workers. 

WMC is sure that management 
and labor will support the pro- 
gram since it has been consid- 
ered thoroughly by the National 
Management-Labor Policy Com- 
mittee of WMC and also by la- 
bor-management committees set 
up at regional, state and area 
levels throughout the country. 
Officials of WMC everywhere, at 
regional, state and area _ head- 
quarters, will follow the policy 
of discussing with representa- 
tives of both labor and manage- 
ment local plants prior to their 
adoption. 

If an employee feels that he 
has been injured, by the opera- 
tion of the system he has the 
right to appeal, first to the local 
organization of WMC and, 
finally, if he is still dissatisfied, 
to WMC headquarters at Wash- 


ington. 


new 


Employers also have the right 





stances or other good cause 

would prevent his acceptance. 
It will be a little easier to 

hire discharged war veterans. 


veteran is given 60 days after | 
the effective date of his dis- 


| appeals 


to appeal. WMC already has 
machinery to handle 
cases of all sorts in which either 
the employer or employee feels 


approved by| Under a recent WMC ruling a| he has a just grievance. 


There are penalties for unau- 
thorized hiring. 


Must Have AA-3 or Higher Rating for 
Preferred Treatment in Purchasing 
Flat Wick Lamp Burners, Says WPB 


Purchase orders, bearing pref-| lower than AA-3 may fill them | bearing ratings less than AA-3 in 
erence ratings lower than AA-3,| only as unrated orders, it is| accordance with rules of the 
for flat wick lamp burners, will | pointed out in Direction No. 3 to | priorities system. 


not be given preferential treat- 


ment the War Production Board | sued on June 14. 
Persons | ing ratings of AA-3 or better,| or better should be distributed 


announced on June 14. 


Priorities Regulation No. 3, is- 
Orders bear- 


Flat wick burners that are not 
required to fill orders rated AA-3 


receiving orders for such burn- | however, must be filled prior to} equitably to wholesalers and re- 


ers, having preference ratings 


any unrated orders or orders 


tailers with due regard to estab- 
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lished -trade connections and in- 
creased needs of certain areas 
caused by war conditions, ac- 
cording to WPB. At the same 
time, WPB pointed out that if 
the industry is unable to effect 










such equitable distribution on a 
voluntary basis, specific direc- 
tions for distribution of such 
burners not needed for orders 
rated AA-3 or better will be 
issued. 








More Iron, Steel for Galv. 
Ware—Coal Hods, Scuttles 
May Be Made for Civil Use 


Increased use of iron and steel 
to make galvanized ware for 
civilians has been permitted, re- 
strictions on types of iron and 
steel that may be used have been 
removed, size and gage restric- 
tions have been liberalized, and 
coal hods and scuttles have been 
added to the list of permitted 
civilian items. These actions 
have been taken under Limita- 
tion Order L-30-a, as amended 
June 21, 1944. 

Eight classes of galvanized 
ware items may be made for 
civilians: garbage and ash cans 
and pails (including inserts for 
step-on cans); pails, buckets, 
and tubs; washtubs; wash boil- 
ers; storage cans for -petroleum 
products; fire shovels; funnels; 
coal hods and scuttles. In mak- 
ing any of these items, manufac- 
turers are permitted to use 100 
per cent as much iron and steel 
as they used for the same classes 
of items in the year ending June 
30, 1941. The manufacturers’ abil- 
ity to produce galvanized ware 
at the permitted rate will be con- 
tingent upon the availability of 
materials and upon non-interfer- 
ence with war work. 

For garbage and ash cans and 
pails, the present permitted rate 
of iron and steel usage repre- 
sents a 25 per cent increase over 
that previously permitted. For 





the other items (exclusive of 
coal hods and scuttles), it rep- 
resents a 74% per cent increase 
over allotments in the first and 
second quarters of this year, 
when the permitted rate of 
usage was increased from 50 per 
cent to 92% per cent through 
the granting of supplementary 
iron and steel quotas. 

Though coal hods and scuttles 

are now permitted to be made at 
100 per cent of the base period 
rate, only a small proportion of 
the demand for those items can 
be met this winter. The antici- 
pated delay in receiving delivery 
of iron and steel from the mills 
will prevent manufacturers from 
meeting more than a fraction of 
the large backlog of demand 
that has been built up during 
the past year and a half, when 
coal hods and scuttles were pro- 
hibited, WPB said. 
" Within given size ranges, 
manufacturers may now make 
the permitted items in any num- 
ber of sizes they choose. Pre- 
viously each manufacturer was 
allowed to make each permitted 
item only in a specified number 
of sizes within the listed size 
ranges. Also, most of the for- 
mer size ranges have been ex- 
panded to permit the manufac- 
ture of both larger and smaller 
sizes than previously. 








MORE IRON, STEEL 
FOR GARMENT HANGERS 


Manufacturers of garment 
hangers are permitted to use, in 
the second quarter of this year, 
15 per cent more iron and steel 
than previously in making gar- 
ment hangers for civilians, the 
War Production Board said on 
June 15. 

As established in Direction 2 
to Limitation Order L-30-d (is- 
sued June 13, 1944) in the 
second quarter of this year, each 
manufacturer of garment hangers 
may use 35 per cent of the aver- 
age quarterly amount of iron and 
steel used by him in making gar- 
ment hangers in the year ending 


June 30, 1941. This is in addi- 
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tion to iron and steel used to 
make garment hangers for mili- 
tary purposes as well as any un- 
used part of the first-quarter 
quota. 

Previously only 20 per cent of 
the amount of iron and steel used 
in the base period was permitted 
to be used for garment hangers 
for civilians. 

Steel wire of any gage, ob- 
tained from any source, may now 
be used to make garment hang- 
ers, WPB said. Previously only 
wire shorts or rejects and wire 
obtained from distressed stocks 
or included in a manufacturer’s 
inventory oft July 17, 1943, and 
then only certain gages, were 
permitted to be used for hang- 
ers. 


) 













Pre-War Quality 


METAL WHEELS 
RUBBER TIRES 
METAL AXLES 































TOP LINE 






Safety Sulky 


SELLS ON 
SIGHT! 


Here’s a Top Line winner! Well- 






constructed for years of service! 









Streamlined in two-tone blue for 


This Safety Sulky meets 









beauty! 
















a growing demand for an easily- 







operated and comfortable  chil- 








dren’s stroller! Immediate deliv- 









ery ... Live wire distributors .. . 







Write today! 
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Complete Showing 


MORRISON HOTEL 
CHICAGO 
July 6-15, 1944 


ECONOMASTER IS THE TOP LINE HEATER 





































Effective June 26 OPA, in 
amendment 9 to Ration Order 
9A has announced that a con- 
sumer may sell or return new 
stoves to a dealer, distributor or 
manufacturer. Previous regula- 
tions provided that a consumer 
could transfer a new stove only 
to another consumer. 

The new provision is made to 

| aid consumers who desire to re- 
turn a new stove which they have 
acquired. It is also sometimes 
desirable for a consumer to sell 
or otherwise transfer a new stove 
to another manufacturer, deal- 
ers, or distributor. 

If a consumer returns a stove 
to a dealer, distributor, or manu- 
facturer or cancels an order for 
a stove before it is delivered, the 
consumer’s. ration certificate 
must be returned or the dealer 
or distributor must give the con- 








Consumers May Now Return 
New Stoves to Dealers, 
| Distributors or Makers 


sumer a receipt setting forth the 
date of the transfer, the con- 
sumer’s name and address, his 
own name and address, and the 
type of stove. 

Where a consumer returns a 
stove or cancels an order or con- 
tract for the sale of a stove be- 
fore he gets the stove and his 
certificate is not returned to him, 
if he is still eligible he may ap- 
ply to his board for a new cer- 
tificate. He must present the 
receipt from the dealer or dis- 
tributor when he applies. 

Whether a stove is transferred 
or returned a certificate for the 
type of stove must be surrendered 
by the dealer or distributor to 
his local War Price and Ration- 
ing Board. He may not obtain 
for inventory another stove of 
the type acquired until this has 
been done. 











A life may depend on») 
a PURITAN cord—\\. 
$0, you get what 


they don’t need! ... 


If you can’t get all the Puritan cord you 
want (and who but our armed forces 
can), remember this: Sash cord is an 
essetitial weapon of war. It has hun- 
dreds of uses. It has been the means 
of saving lives. 

Capacity production, day and night per- 
mits us to serve you. Complete Puritan 
services will be re-established in the 
post-peace period. ‘Til then, let’s all do 
our best! 


PURITAN CORDAGE MILLS, Inc. 
LOUISVILLE ° KENTUCKY 


Manufacturers of sash cord, clothes line, and 
braided and twisted cotton cords. 












g The transfer of several wooden 
| articles to coverage by price reg- 

a % ulations whose provisions are bet- 
ter suited for pricing the items, 

was announced June 6 by OPA. 

The transfer of coverage, ef- 
fective June 10, 1944, will not 
change the present general level 
of prices for the articles, which 
are affected by the transfers as 
follows: 

(1) Wooden Plow and Culti- 
vator Handles: Pricing of these 
articles will now be governed by 
provisions of Maximum Price 
Regulation No. 501—Hardwood 
Small Dimension. Formerly the 
handles, when used for hand- 
propelled plows and cultivators, 
were covered by Maximum Price 
Regulation No. 188—Manufac- 


y) 








Some Woeden Items Transferred to 
Different Max. Price Regulations 


(2) Wooden Tanks: These 
items are transferred from cover- 
age by Maximum Price Regula- 
tion No. 246—Manufacturers’ 
and Wholesale Prices for Farm 
Equipment—to coverage by the 
General Maximum Price Regula- 
tion. 

(3) Ironed Singletrees, Double- 
trees, and Neck Yokes: These 
articles are brought under cover- 
age by Maximum Price Regula- 
tion No. 246—Manufacturers’ and 
Wholesale Prices for Farm Equip- 
ment—from former coverage by 
Maximum Price Regulation No. 
188—Manufacturers’ Maximum 
Prices for Specified Building 
Materials and Consumers’ Goods 
Other Than Apparel. 


Amendment No. 1 to Maxi- 








turers’ Maximum Prices for Spe- 
cified Building Materials and 
Consumers’ Goods Other Than 
Apparel; and for all other types 
of plows and cultivators, were 
covered by Maximum Price Reg- 
ulation No. 246—Manufacturers’ 





mum Price Regulation No. 501— 
Hardwood Small Dimension; and 
Amendment No. 12 to Maximum 
Price Regulation 246—Manufac- 
turers’ and Wholesale Prices for 
Farm Equipment, both effective 





and Wholesale Prices for Farm 
| Equipment. 


60 


June 10, 1944, made these 
changes. 
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9 Per Cent Price Increase 
rice Increas 
On Ca arm Ai 
st Iron Warm Air 
Furnaces Granted By OPA 
An increase of 9 per cent in| iron furnaces, and coal, gas, and 
manufacturers’ lowest published | oil-burning steel furnaces. At the | 
list prices in effect on Aug. 4,|time the previous increase was | 
1943, for cast-iron warm-air fur- | granted, coal was our most plen- | 
naces burning wood, gas, or oil, | tiful fuel, and it appeared that | 
Prs with a B.t.u. output of 900,000 or | few, if any, cast-iron furnaces | 
less at the register or outlet, was| burning other fuels would be | 
announced June 24 by the Office | produced, OPA said. Shifts in 
th the of Price Administration. A 9] the adequacy of supply of vari- | 
—_ per cent increase was also grant-| ous fuels for civilian use have 
8, his ed manufacturers of repair parts | necessitated a revision in manu- 
d the for both cast-iron and steel warm- | facturing schedules, and produc- 
air furnaces. tion of oil-fired, and gas-fired 
ms a The increases, effective June | C48t-iron furnaces has been re- 
— 24, 1944, apply only to sales | sumed. 
wo be- made on an uninstalled basis.| A large group of commodities. | 
tha Provisions of two former actions haown to the furnace industry as 
; which granted similar increases | 8¢cessories and appurtenances 
y ap- in prices of coal-burning cast-| (including such items as auto- 
) ov iron furnaces, and coal, gas, and | matic controls, fans, blowers, | 
a oil-burning steel warm-air fur- burner assemblies, and the cast- | 
naces, are retained. As a re-| ings in which they are housed 
sult of the new action, the entire | When not a part of the furnace | 
em warm-air furnace field is covered | casing) are not covered by the | 
ew by the adjustment in prices. esr pa ’ granted for furnaces | 
Dollars-and-cents increases re- | 9" TP8!t parts. 
r to f ; Amendment No. 42 to Order | 
: sulting from the higher manu- : ; 
tion- & —— z A-1 under Maximum Price Regu- | 
tain facturers a be passed lation No. 188—Manufacturers’ | 
> of on by jobbers and retailers of Maximum Prices for Specified 
has the furnaces and parts, OPA Building Materials and Consum- 
said. ers’ Goods Other Than Apparel, 
— The previous increase granted | effective June 24, 1944, makes | 
applied only to coal-burning cast- | these provisions. 
° © ° | 
- Seek Limited Production | The Unique 
se ° ° es. | NON-SKID PO. 
ae Alaminum Kitchen Utensils | ee io. te seca 
| 
ala- Members of the Aluminum] mended that production be limit- | 
_ Utensils Industry Advisory Com-| ed to specified essential items. | 
irm mittee met with War Production | The items suggested for produc- | BRIDS ERO RT N-O 
the Board officials recently to discuss| tion are: sauce pans, sauce pots, | NON SSRN SERE 
ila- the possibility of resuming limit- | Dutch ovens, fry pans, griddles, | 
ed production of a few types of| teakettles, double boilers, per- 
sle- aluminum kitchen utensils later | colators, drip coffee makers, bake 
= - year, WPB reported rocantiy. | pans, penstens, and colanders. HIS exceptional tool, with its Amberlite head 
A program for the production; The shortage of shipping con- : ‘ ; 
la- of aluminum household kitchen} tainers was stressed by WPB rep- and fibre insulator, has every qualification of 
nd utensils to meet minimum essen-| resentatives. Under L-317 ship- | a top-flight screwdriver, plus the patented Non - 
ip- tial needs has been established! ping containers are allotted to | Skid” feature which prevents skidding damage 
by and is now being considered by various industries at varying per- to screw slots as well as to fingers and hands, and 
_ WPB, committee members were} centages of base period usage. the gouging of smooth surfaces. 
im told. Another program for the| Since aluminum utensils were not 
ng production of aluminum utensils} made in 1943, no quota for ship- The day is ee Poo page 
ds for commercial and industrial ping containers has been made ey aa dendiuahen te] anal a 
purposes will also be established | available for packing them. If | and we can again offer Bridgeport screw- 
5. considered in conjunction with} aluminum kitchen utensil produc- | drivers to the trade without limitations. 
hd the household utensil program.| tion is resumed, consideration 
d Though aluminum sheet produc-| will be given by WPB to the | 
“ tion still presents some difficul- | problem of making a limited | BB * + 7 i ea? Ez t 
.. ties, and aluminum casting facili-| quantity of containers available a CI : 4 
a ties are not readily available in| for the industry. Industry .nem- | =, sent’ 


all areas, WPB expects to be| bers were advised to consider 

able to permit a limited amount | seriously methods of effecting 

of aluminum for this purpose. | paperboard conservation, such as 
Committee members  recom-| redesign of packages, etc. 


DROP-FORGED TOOLS 


KNOWN FOR FIFTY YEARS 


THE BRIDGEPORT HDWE MFG CORP . 






BRIDGEPORT, CONN 
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HANDY PACK DEPARTMENT 











Unit sales in popular Milapaco lace paper increased 
two fo nine times higher—is one of the reasons why 
the Milapaco HANDY PACK has been called one of 
the greatest merchandising ideas in paper. 

You'll want to remember the sales and profit possi- 
bilities of this new package. Make your “Handy Pack” 
Department the center eye stopping paper goods dis- 
play when partially restricted production is again ine 
creased. It's a colorful, self- 
selling “bargain package 
of beauty” you'll want to 
use — with profit — when 
more are again available. 


*% 


TODAY — BUY MORE 
WAR BONDS... Pian 
for a Milapaco Handy 








Pack Department later. 


— 


MILWAUKEE LACE PAPER CO. 


1306 East Meinecke Ave. Milwaukee 12, Wisconsin 
ESTABLISHED IN 1898 


—Mitapaco 


Lace Papers 
of Character 








| Release Materials for 


As part of the Fuel Conserva- 
tion Program for the 1944-45 
heating season, the War Produc- 
tion Board has announced that 
controlled materials have been 
made available for production of 





heating system controls for use 
in-some 950,000 residential, com- 
mercial, institutional and indus- 
trial heating plants. Installers of 
the equipment will be able to 
purchase the controls freely. 

In allocating the necessary 
material for production of these 
controls, it was WPB’s aim to 
make fuel saving devices avail- 
able in view of the expected fuel 
shortage during the coming heat- 
ing season, officials said. 

The control equipment for pri- 
vate dwellings proposed under 
this program consists of thermo- 
static regulator sets for coal 
hand-fired heating equipment, 
limit controls for installation on 
coal, oil or gas fired equipment 
already provided with some 
thermostatic control, and baro- 
metric dampers for use with oil 
and stoker-fired units. 

For commercial, institutional, 


| and industrial buildings such as 


schools, hotels, apartments and 
small: factories, three types of 
control systems are included in 
the program: 

1. An indoor-outdoor thermo- 


Heat System 
Controls for 950,000 Heat Plants 


stat with the necessary acces- 
sories for direct control of heat 
generation. 

2. A system consisting of an 
indoor or an_ indoor-outdoor 
thermostat and an_ electrically 
actuated operator. 

3. Zone control sets for use on 
large buildings where section- 
alized or zone control is neces- 
sary because of the varying heat 
losses of the several areas of the 
structures. 

Advance allotments for the 
fourth quarter of 1944 will be 
issued in amounts not to exceed 
75 per cent of the quantities au- 
thorized for the third quarter, it 
was explained. 

The controls which will be 
made available under this pro- 
gram are intended for installation 
primarily on furnaces and boil- 
ers for fuel conservation pur- 
poses. However, adequate main- 
tenance and repair items will also 
be available for Fall distribution 
for use in conjunction with the 
items made available for the con- 
servation program, since suf- 
ficient material has already been 
programmed for this purpose. 
Such items as radiator air valves, 
hot water valves, and radiator 
traps are included among the re- 
pair and maintenance items per- 





mitted. 








‘| Excess Steel for Certain Sizes 


Snow Shovels and Furnace Scoops 


To meet the need for house- 


The demand has been filled in 


hold furnace scoops and snow| part by shovels required in in- 
shovels next winter, the War Pro-| dustry and for farm work, there- 
duction Board on June 12 per- | by creating shortages in these 
mitted the manufacture of these! essential fields. Moreover, the 


| 


items in specified sizes and types. 
provided they are made from idle 
or excess inventories of steel. 

Schedule I of Hand Tools Sim- | 
plification Order L-157, which | 
formerly prohibited the manufac- | 
ture of household furnace scoops 
and snow shovels in order to 
meet the heavy military demand | 
for other types of shovels, was) 
amended on June 12. | 

When the schedule was orig- 
inally issued in July, 1942, it was 
felt that householders’ needs 
could be taken care of by exist- 
ing inventories or by the use of | 
general purpose barn shovels, if 
necessary, WPB said. 





general purpose barn shovels are 
not properly designed for house- 


| hold use, WPB said. 


Schedule I as amended adds 
one type of furnace scoop and 
two types of snow shovel to items 
that may manufactured. Speci- 
fications are given in the sched- 
ule. 

An estimated 30,000 dozen 
furnace scoops and 85,000 dozen 
snow shovels will be produced 
in 1944, WPB Building Materials 
Division officials said. The first 
of them should be available to 
the individual buyer by late fall 


or early winter, WPB said. 
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Set Ceilings on Salvage Batteries 


| 


Discarded by Military Forces | 


Military salvage dry batteries} not meet these requirements must 


may be sold for 80 per cent, and| be priced according to actual | 
military scrap dry batteries may electrical or scrap value, not to 


be sold for up to 50 per cent, of | exceed 50 per cent of the ceil- 


March, 1942, prices for the most! ing price for the comparable new | 


closely comparable civilian bat-} battery, OPA said. 


tery, upon approval of the prices “New” prices for comparable | 
. . | . . 
by OPA district officers OPA| batteries are to be determined | 


from manufacturers’ price lists, 
in accordance with prevailing 


announced on June 19. Amend-| 
ment No. 143 to Revised Supple- | 
mentary Regulation No. 14 to, trade practice in March, 1942. 
the General Maximum Price Reg- | Since wholesale and retail prices 
ulation, effective June 24, 1944, are determined from the same 


! 


makes these provisions. | percentages, sellers margins will | 


OPA took its action because} not be impaired. 
substantial quantities of dry bat-| The provision also specifies 
teries, not suitable for military| that a seller of military salvage 
purposes have been sold for gen-| or military scrap batteries must 
eral civilian use by both Govern-| file at the nearest district office 
ment agencies and private con-|of OPA a statement giving the 
tractors. However, pricing meth-| essential description of the bat- 
ods provided in this action do 
not apply to sales by the Gov-|the quantities concerned, his 
ernment. | proposed ceiling prices, the meth- 

Many of the batteries, although| od by which they were calculat- 
not usable for military purposes,| ed, and whether sales will be 
still have substantial value for| wholesale or retail. Unless OPA 
civilian appliances, such as flash-| notifies him otherwise within 10 
lights and radios, and serve to fill | days after submitting his report, 
part of the demand for dry cells| he may begin selling the batteries 
and dry batteries that is not met | at the price he reported. 
by present limited civilian pro- In addition, a wholesaler has 
duction. the option of securing approval 

Although no attempt has been] of retail prices as well as his 
made to differentiate ceiling| own. This has been provided for 
prices on military salvage bat- | in order to minimize the number 
teries on the basis of specific| of applications at different sell- 
age or specific adaptability to| ing levels for the same batteries. 
civilian purposes, a certain line of | By noting the details on his in- 
quality had to be set up so that| voice, the wholesaler may relieve 
the prices permitted today would| the retailer of the necessity of 
not be applied to worthless or| separately reporting his maxi- 
near-worthless products. The new | mum price. 
provisions outline a series of Dealers must show the correct 
physical requirements that must| price on a label or poster along 
be met if a battery is to sell at| with a notice that the batteries 
prices permitted for military sal-| are from military salvage or scrap 
vage batteries. Batteries that do| stocks, OPA said. ; 














May Not Require Allocation 
Of Glue in 1944 Fourth Quarter 


In view of the fact that pro-) survey of the industry early in 
ducers’ inventories of glue have} August. 
been built up and that military; Domestic bones, imported bones 
requirements have decreased since | and domestic glue stocks — the 
allocation control of glue was| raw materials required in glue 
established three months ago,| production—are with few excep- 
the Chemicals Bureau of the | tions available in sufficient quan- 


War Production Board recently | tities, the committee reported. As | 


reported that allocation control! far as manpower is concerned, al- 
of glue may not be required} though the situation has been 
starting with the fourth quarter| relatively tight, the hiring of 
of 1944. If the supply and de-| women for part-time work has in 
mand pattern is not altered| many instances eased the Jabor. 


extensively during the summer] problem, according to the com- 
restrictions on the sale of glue| mittee. 
may be lifted in the fall. Hide glue, extracted bone glue 


Members of the Glue Manu-| and green bone glue were placed 
facturers Industry Advisory Com-| under allocation on March, 1944, 
mittee, at a recent meeting, rec-| in accordance with the provisions 
ommended that WPB conduct a| of Order M-300. 
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teries, his source of supply and | 
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3 
Me. 
*?t at Briddel® 


Part of the secret of the quality unfailingly 
found in all Briddell tools is—proper 
tempering. 

Photo shows Aden Howard, one of 
four Howard brothers at Briddell’s, prac- 
ticing steel-tempering the way he learned 
it from a master craftsman, Founder 
Charlie Briddell. At the 100% proper 
moment Aden will remove his blades 
from the fire and immerse them in the 
just-right bath of tempering ail. 

At every point in production the same 
craftsman’s care prevails; efficiency, long 
wear, economy must be built into every 
tool. We never forget that our tools are 
for folks who will use them to make 
their living. 


LL, INC. 


# 





d + Craftsmen in Metal since 1895 
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-+- IN POPULAR 
PROFITABLE ASSORTMENTS 


You'll find this easy-to-order, easy- 
to-sell Maestro “AA”’ package assort- 
ment especially popular with your 
The grouping includes 
two-each of the six attractive serving 
and relish dishes shown above; totals 
$12.00 at suggested retail prices 
(West coast slightly higher). These 
striking numbers combine the bril- 


customers. 


liant beauty of pure silver with the 
richness of ruby-colored glass... can 
be featured profitably all year-round 
decorative gifts and 
Inquire about other Maestro 


as practical, 
prizes. 
assortments; get details, too, on the 
popular groupings in our Satintone 
line. Available for immediate ship- 
ment... see your jobber. 


agli i 


RUBY-COLORED GL 
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|| Under L-335 


‘Over All Lumber Control 


Revokes Most 


Other Orders on Lumber 


Over-all control of lumber was 
established June 23 by the War 
| Production Board. This control 
affects all users of lumber, whole- 
sale and retail distributors, and 
all but the very smallest saw 
| mills. It affects, WPB said, the 
| householders who use lumber for 
/a shelf or a bookcase or for a 
| new porch floor as well as the 
large industrial consumers who 
use lumber in the manufacture 
of shipping boxes and crates, 
ships and motor trucks, furniture, 
agricultural implements and the 
almost countless other items for 
which lumber is used. 
Order L-335 as amended June 
23 is a complete revision of the 
original order issued in March, 





| fulfillment of the 1944 program 


| three-quarter mark, have been as- 


| quotas assigned to them are: 


| cago, Ill., 


1944. It sets up the procedures 
under which sawmills deliver 
lumber; distributors receive and 
deliver lumber, and all consum- 
ers receive lumber; and it also 
controls, through quarterly au- 
thorizations, the amount of lum- 
ber that large industrial consum- 
ers may receive. These proce- 
dures will be used in carrying 
out the WPB Requirements Com- 
mittee’s program alloting lum- 
ber for the third quarter, 1944, 
to claimant agencies and WPB | 
industry divisions. 

The order is effective Aug. 1, 
1944. Until that date consum- 


| ers will continue to receive lum- 


ber under existing orders. On| 
Aug. 1 the following orders now 
controlling the distribution and 


use of specific species will be 
revoked, WPB officials said: 
M-361 (southern yellow pine); 
M-364 (restricted hardwoods) ; 
L-218 (Douglas fir); and L-290 
(western lumber). Order M-208, 
which assigns preference ratings 
for softwood lumber, will also be 
revoked. Other lumber and log 
orders will remain in effect. 
The complexities of lumber 
production, distribution and use 
make it impossible to provide all 
the procedures necessary for 
complete lumber control in the 
basic order, Lumber and Lum- 
ber Division officials pointed out. 
Some 50 species are produced in 
scores of grades and sizes by ap- 
proximately 37,000 sawmills. 
Because of these factors, Or- 
der L-335 provides for the issu- 
ance of directions (published in- 
structions to a group or class of 
lumber producers or distributors) 
and directives (written instruc- 
tions to specific persons regard- 
ing the manufacture, delivery or 
use of lumber). These directions 
and directives will take care of 
sudden war needs for either 





larger quantities of lumber or 
for special items. 


| Chief provisions of L-335 set 


forth (1) how consumers are au- 
thorized to get their lumber; (2) 
how distributors are authorized 
to receive and deliver lumber; 
and (3) how sawmills deliver 
lumber. 








Two More Makers to Produce 
Total of 201,000 Electric Irons 


Production quotas for 201,000 
electric irons, bringing total au- 
thorizations to produce irons in 


for 2,000,000 well beyond the 


signed to two additional manu- 
facturers, the War Production 
Board said on June 15. 

The manufacturers and the 


Chicago Flexible Shaft Co., Chi- 
162,500 and Sampson 





United Corp., Rochester, N. Y.. 
38,500. 

All the irons to be made by 
the two companies will be of the 
automatic household type. These 
automatic models together with 
those previously authorized for 
production represent almost 86 
per cent of the 1,759,338 irons 
authorized to date. Household 
models (including those author- 
ized today) account for almost 99 
per cent of the grand total. 
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OPA Sets Up New Method 


For Pricing Rebuilt 
Fractional H.P. Motors | 


\ new method for pricing re- 
built fractional horsepower elec- 
tric motors, such as those needed 
now to run refrigerators, washing 
and ironing machines, vacuum 
cleaners and similar household 
appliances, was announced by the 
OPA on June 21. 

Effective June 26, 1944, the 
new method will establish retail 
prices for rebuilt motors of %4 
horsepower or less at: (1) 75 per 
cent of the list price of the near- 
est equivalent new motor, (2) 
plus an additional sum of $7, (3) 
less the following allowance for 
the exchange, transfer or trade- 
in of a used motor—$1 for % h.p. 
or less; $2 for over % h.p. and 
including % h.p., and $3 for over 
4o h.p. and including % h.p. 

Example: A buyer trades in a 
used %4 h.p. motor on a rebuilt 
motor of the same size which 
lists at $12 when The 
maximum price for the rebuilt 
motor would be established by 
the following steps: (1) 75 per 
cent of $12 is $9, (2) $9 plus $7 
is $16, (3) $16 less $1 trade-in 
allowance is $15, which is the 
maximum price. 


new, 


than at retail, the maximum price 
will be 85 per cent of the retail 
price determined by the 
pricing method described above. 

The rebuilt motors have been 
priced under provisions of the 
machinery regulation, which per- 
mitted a maximum price of 85 
per cent of the new base price 
of an equivalent machine. 

A rebuilt motor, priced under 
provisions of the new action, is 
one in which worn, defective, or 
missing parts have been replaced 
or repaired for successful oper- 
ation and carries a_ binding 
for not less than a year. 

Amendment No. 144 to 
No. 14—Modification of Maxi- 
mum Prices Established by the 
General Maximum Price Regula- 
tion; 
to Maximum Price Regulation 
No. 136—Machines and Parts 
and Machinery Services—both 
effective June 26, 1944, make 





these provisions. 








Unused PR-19 Certificates 
In Dealer Hands Have Same 
Standing as New Certificates 


_ advertising has persistently reminded them that 


Unused farmers’ PR-19 cer- | 
tificates for farm supplies held 
by dealers have the same standing | 
as new certificates, as provided | 
for in an amendment to Priori- | 
ties Regulation 19 issued May 6, | 
the War Production Board ex- 
plained in Direction 1 to this | 
order. The amendment to PR- | 
19 issued on May 6 expanded | 
the list of items affected, and | 
raised the priority of certificates | 
covering those items from AA-5 
to AA-2X, with the exception of 
a few building materials, which 
have a priority of AA-3. 

Some misunderstanding on the 
part of dealers has resulted re- 
garding the present rating of 
these certificates turned in by 
farmers prior to May 6, WPB 
said and the direction makes it 
clear that such certificates have 
the same standing as new ones. 
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The direction also covers un- 
filled orders placed with sup- 
pliers prior to May 6. Such 
orders have the same standing 
as later orders placed under the 
amended regulation, except that 
any unfilled orders for items de- 
leted by the amendment of May 
6 shall be filled as though they 
were rated AA-5. 

Direction 1 also stipulates that 
rated orders placed with manu- 


| facturers before May 6 shall be 


filled in the same manner as 
before the regulation was 
amended. 


All orders and ratings placed 
prior to July 17, 1943, for an 


guarantee of successful operation 


Re- | 
vised Supplementary Regulation | 


and Amendment No. 119 | 


For sales of rebuilt fractional | 
horsepower motors at levels other | 


new | 








As Advertised in WOUSE BEAUTIFUL, 
GUIDE FOR THE BRIDE, and AMERICAN HOME. 











[| are busy people, 


too. They, therefore, appreciate finding mer- 
chandise in your store which is known for beauty, 
quality and service. 


So you’ll find Whitney Hampers bigger sellers 
than ever. Women are attracted by the hand- 
some appearance of these sturdy hampers and 
buy with confidence. For consistent national 


“Whitney” means quality in hampers. The 
“fact tag” confirms it. Save your precious selling 
time. Kéep the static out of turnover. Stock 
Whitney Hampers. 


BEST KNOWN IN THE PAST — BEST KNOWN IN THE FUTURE 


Whitn ey 


initial stock of farm supplies are 


cancelled except those that have 


| 


passed through the hands of sup- | 


pliers to manufacturers and have 


lost their identity, WPB said re- | 
| 


cently. 






HAMPERS 


F. A. WHITNEY CARRIAGE COMPANY, Since 1858 
LEOMINSTER, MASSACHUSETTS 








More Fertilizer 
For 


The War Food Administration 





increased supply of fertilizer for 


order and accept delivery early. 

In 1944-45 officials expect the 
fertilizer materials situation to be 
as follows: Potash—21 per cent 
more than in 1943-44. Super- 
phosphate — 25 per cent more 
than last year—provided that new 
production facilities are complet- 


tion governing manufacturers’ 
and wholesalers’ maximum prices 


| Three changes in the regula- 
were an- 


for farm equipment 
| nounced by the OPA, in Amend- 
ment No. 13 to Maximum Price 
| Regulation No. 246, effective 
| June 26, 1944. 
The changes, which will have 
no effect on retail prices, are as 
| follows: (1) Change in Design, 
Specifications or Equipment (Ex- 
cept Repair Parts). Under pres- 
ent provisions of this regulation, 
manufacturers may adjust maxi- 
|smum prices upward and are re- 
quired to adjust maximum prices 
downward for products (except 
repair parts) in line with “sub- 
stantial changes in design, speci- 
fications or equipment made 
since March 31, 1942.” The new 
amendment provides that one of 
the conditions under which these 
changes will be recognized as 
“substantial” is when the manu- 
facturer assigns a new catalog 
number and description of the 


H A Z A R D products because of the changes. 

: ) . (2) Change in Design, Speci- 

| fications on Equipment of Repair 

INSULATED WIRE WORKS Pest, ta the oaek of dei 

DIVISION OF THE OKONITE COMPANY | in repair parts, it is now provided 

| that manufacturers maximum 

WILKES-BARRE, PENNSYLVANIA | peices may he changed ealy 
OFFICES IN PRINCIPAL CITIES 

| maximum price must be adjusted 


where the increase in factory 
| 306 | downward. The provision dealing 





cost resulting from the change 
| is 10 per cent or more. In cases 
where factory cost is decreased 
by 10 per cent or more, the 


66 





ed on time and that sufficient 
operating labor can be obtained | 








in Prospect 
Use in 1944-45 


, Nitrogen—More than was actual- 
reported that farmers may get an/| ly used this season; about the 


| same that would have been used 
use in the 1944-45 season if they | if more nitrogenous materials had 


been available at the beginning 
of the season. Meeting the mini- 
mum requirements for nitrogen, 
at least 675,000 tons, necessitates 
imports of at least 1,000,000 short 
tons of Chilean nitrate. The WFA 
is asking the cooperation of the 
War Shipping Administration in 
obtaining the necessary Chilean 
nitrate imports. 


Change Regulations in MPR 246 
| On Farm Equipment Prices 


At Makers’, Wholesalers’ Levels 


with changes in repair parts is in 
accordance with the original in- 
tent of the regulation, OPA said, 
and will save manufacturers from 
the necessity of recalculating 
maximum prices in cases where 
insignificant changes are made. 

(3) Adjustable Pricing Provi- 
sion. An adjustable pricing pro- 
vision has also been added to the 
regulation. This provision is the 
same as the standard adjustable 
pricing provision that has been 
added to other regulations. Un- 
der this provision, if the seller 
wishes, he may agree with the 
buyer to charge a price which 
can be increased up to the maxi- 
mum price in effect at the time 
of delivery. 

ALLOW HARDBOARD 

FOR ICE BOXES 


Restrictions on the use of 
hardboard in the manufacture of 
domestic ice refrigerators have 
been removed, the War Produc- 
tion Board said recently. 

The previous provision limiting 
domestic ice refrigerator manu- 
facturers to a maximum of 65 
sq. ft. of hardboard per refrigera- 
tor has been deleted in Limita- 
tion Order L-7-0, as amended 
June 23, 1944. 

As before, hardboard shorts, no 
larger than 4 ft. in length or 
width, of varying thicknesses for 
use in the production of domestic 
ice refrigerators will be made 
available on a monthly basis, 
WPB said. 
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Essential Need Paint Brushes Still 
Available on WPB-547 Releases 


(Washington Bureau ority for air transportation, but 
of HARDWARE AGB) that has been the practical effect 
Although the supply of paint} pecause there is little else to be 
brushes available for essential exported from China. 
uses is far from adequate the OCR is working to have the 
majority of manufacturers are 
shipping orders on WPB-547 re-| changed, at the same time revi- 
leases. The Wholesale and Re-| cions are put through for Federal 
tail Trade Division reports that | specifications. Officials point out 
3482, WPB-547 applications re-! that if the products can be im- 
ceived from wholesalers, retailers proved, it is possible that fewer 
and distributors, have been proc-| brushes will be needed. 
essed. At the end of May author- All Nylon brushes must still 
izations made in response to these | },e produced for the Navy, and 
applications involved $2,029,986 | pyen rejects and over-runs must 
which left a balance of $1,671,014 | first be offered to the Navy De- 
for the remainder of that quarter. partment. If the Navy cannot use 
This clearly indicates that an un-/ the brushes, it will release them 
exhausted balance is still avail-| +) WPB for disposal. There is 
able for essential needs. not much hope for any nylon 
One bottleneck in the manu-' brushes for civilian use, since 
facture of brushes at present is’ dy Pont’s entire production of 
the shortage of handles, and a tapered nylon is at present need- 
move is under way to have han-| ed to satisfy Navy requirements. 
dles declared essential. Only a few manufacturers have 
Of course, the supply of bristle | applied for permission to produce 
continues to be the major prob- pure bristle sash brushes despite 
lem. The supply of short bristle | the fact that 200 lb. of domestic 
has increased to the poini where | bristles have been made available 
consideration is being given to | for this purpose. The 200 Jb. 
a return to pure bristle brushes | allotment is intended for experi- 
in sizes of 3% in. and shorter| mental work. which need not be 
for government orders. At pres-| limited to one type of brush. 
ent the percentage permitted is However, as only 2%4 and 3 in. 
55 per cent bristle and 45 per| domestic bristles will be released 
cent horsehair. for the production of such brush- 
Most of the shorter length bris-| es, WPB has suggested that ex- 
tle is either domestic bristle, or| perimental work be conducted 
imported from South Amer‘ea or| mainly with this size bristle to 
India, or is the so-called tow of | obtain the most efficient use of 
Chinese bristle. The long bristle | the material. 
being flown into the United States If other sizes and types are 
from China is being conserved.| developed, it may be impossible 
Because of the hazardous flights| to obtain the bristles necessary to 
over the Himalayas WPB is urg-| start production after the experi- 
ing the conservation of this bris-| mental stage is past. If these 
tle and is discouraging any in-| domestic bristle brushes are even- 
creased use at the present time.| tually produced a new OPA price 
The bristle is flown out of planes} ceiling will have to be set for 
that have brought materials into} them, as no price has yet been 
China. On the return flights all| established for brushes of this 
bristle does not have a top pri-! type. 





WPB, Says No Increase in Civilian 
Supplies Metal Cans, Shipping Drums 


Increases in the production of , the “strip” and “reducing” stages, 
metal cans and metal shipping| intermediate processes through 
drums, for civilian goods, can-| which a steel ingot must pass 
not be expected at present, the| before final rolling to the speci- 
War Production Board said re-| fied gage, WPB said. Capacity 
cently. Factory capacity for the | for these processes is limited to 
processing of steel for contain-| about 30 plants, and production 
ers is under great strain in the! is fully scheduled by WPB a 
preparation of sheet metal for| month or more in advance of an- 
landing barge plate, aircraft land- | ticipated need. Scheduling of 
ing mats and shell cases, WPB| rolling mill “space” assures mavxi- 
officials said. | mum production for military re- 

The competition for rolling | quirements and, at the same time, 


capacity, between metal contain- | protects output for metal contain- 





ers and combat goods requiring| ers to carry the most essential 





specifications for civilian brushes | 





| 





sheet steel, occurs primarily at| civilian goods, WPB said. 
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Feature these 


“BERON” 


RUBBING BRICKS 


sg 





Made in a wide range of sizes, fluted or plain, 
BERON Rubbing Bricks are in big demand. Your 
customers find many uses for them—dressing cast- 
ings, grinding wheels and grindstones . . . rubbing 
down stone or dressing concrete . . . removing 
rough edges from tile, brick and metals. Order 
now for early delivery! 





Only the highest quality materials and finest work- 
manship go into the manufacture of }’eron. 



























MAKE EXTRA SALES 
AND PROFITS WITH PAST 
HEATER CUSTOMERS... 
ADD THERMOSTATIC 
7 TEMPERATURE 
, CONTROL 











A-P Model 240-ED Thermostatic Heat Regulator Conversion Set—for new 
automatic temperature control convenience and economy. 





Those customers of yours, who have purchased circu- 
lating heaters equipped with A-P DEPENDABLE Oil 
Controls, can now obtain completely AUTOMATIC 
TEMPERATURE CONTROL! 
tial fuel savings, greater convenience, more uniform 
heat, greater comfort—and greater satisfaction from 
their heater. 


It will mean substan- 


It's your opportunity for many EXTRA sales and 
profits—selling and installing the A-P THERMO- 
STATIC Heat Regulator Set on every one of these 
heaters. This conversion set is simple to install. Just 
mount the conversion unit on the present A-P control, 
transformer. No 


connect to wall thermostat and 


priovities are needed 

Offer your heater customers the fuel-saving benefits, 
the pleasure and convenience of A-P Thermostatic 
Temperature Control! Write for bulletin and prices 
TODAY! 


AUTOMATIC PRODUCS COMPANY 


2442 NORTH 32nd STREET © MILWAUKEE 10, WISCONSIN 


fp} DEPENDABLE 


OIL CONTROLS 


68 
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|H. C. Atkins, Sr., President of 


E. C. Atkins and Company Dies 


Henry C. Atkins, Sr., inter- 
nationally known industrialist 
and leader in civic and charac- 
ter-building .activities in Indian- 
apolis, died in St. Vincent’s 
Hospital at 11:00 P. M., June 
15th, following an illness of 
several months. 

Mr. Atkins had served as 
president of the E. C. Atkins and 
Company, saw manufacturers, 
since 1901. 

Although always kept unusu- 
ally busy as head of this large 
firm, Mr. Atkins found time to 
express in a practical way his 
genuine interest in young people 
through many hours of service 
to the Y. M. C. A. He also 
found time to serve his com- 
munity through the Indiana Tax- 
payers’ Association, and to co- 
operate with fellow businessmen 
in solving mutual problems 
through the Indiana Manufac- 
turer’s Association. 

His activities were many and 
varied. Organizations in whose 
work he participated included 
the First Baptist Church, the 
Mystic Tie Lodge, No. 398, F. & 
A. M., the Rotary Club, the 
Indianapolis Chamber of Com- 
merce, the Columbia Club, the 
Indianapolis Country Club, the 
University Club, the Dramatic 
Club, the Employers’ Associa- 
tion and the Indianapolis Board 
of Trade. He was a member of 
the board of directors of the Na- 
tional Association of Manufac- 
turers. He also was a director 
of the Fletcher Trust Company. 

For 36 years Mr. Atkins served 
as a director of the Y.M.C.A., 32 
of them as treasurer. On his 
retirement he was given the title 
of Director Emeritus. 

He served as president of the 
Indianapolis Community Fund 
and in 1939 received the Staff of 
Honor of the city of Indianapolis, 
an honor which he _ valued 
greatly. 

His close association with the 
personnel of E. C. Atkins and 
Company was exemplified by his 
office of honorary president of 
Atkins Pioneers. 

Mr. Atkins was born at At- 
lanta, Idaho Territory, Nov. 27, 
1868, son of Elias C. Atkins and 
Sarah F. (Parker) Atkins. When 
he was a lad his parents moved | 
to Indianapolis where his father 
founded E. C. Atkins and Com- 
pany. 

He was one of the original 








H. C. ATKINS, SR. 


sical School, from which he was 
graduated with honors. At the 
age of 16 he entered Yale Uni- 
versity. He was graduated with 
honors in 1889, being one of the 
youngest men of his class. He 
was a member of Psi Upsilon 
Fraternity and one of the Senior 
Society of Scroll and Key. 

Upon returning to Indian- 
apolis after completing his 
studies at Yale University, he 
became superintendent of the 
E. C. Atkins and Company plant. 
In 1892 he was elected vice- 
president and in 1901 was ele- 
vated to the presidency of the 
company. 

On Jan. 7, 1896, Mr. Atkins 
married Miss Sue Winter, 
daughter of Ferdinand Winter 
and Mary Keyes Winter. The 
family home is 406 Westwood 
Road, Williams Creek. 

Surviving are the widow; 
three sons, Elias C. Atkins, 
Keyes W. Atkins and Henry C. 
Atkins, Jr.; a sister, Mrs. Sanford 
H. Wadhams of Torrington, 
Conn., and seven grandchildren, 
Corporal Elias C. Atkins II, Ann 
Paxton Atkins, Annie Mitchell 
Atkins, Patricia Eleanor Atkins, 
Thomas Kuhn Atkins, Susan 
Winter Atkins and Jonathan 
Michael Atkins. 

Funeral services were Saturday, 
June 17, Crown Hill Cemetery. 
Indianapolis, Ind. 





WARREN A. BAKER 


Warren A. Baker, well known 
Idaho Falls hardware and house- 
hold goods merchant, passed 
away recently. He had been en- 
gaged in the hardware and house- 





pupils of the Indianapolis Clas- 


hold goods business for the past 
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35 years. He was an active 
leader in many civic enterprises, 
and at the time of his passing 
was assisting to promote a sum- 
mer youth recreation program. 
Just recently he had announced 
the sale of his store to his as- 
sistant manager, and his intention 
to retire. 


DAVID L. SACKS 


David L. Sacks, 61, president 
of the Star Heel Plate Co., New- 
ark, N. J., passed away recently. 
Mr. Sacks became president of 
the company in 1925, succeeding 
his father who established the 
firm in 1896. Mr. Sacks is sur- 
vived by his widow, a daughter, 
and a son. 


JAMES OLIVER II 


James Oliver II, member of the 
board of directors of the Oliver 
Farm Equipment Co., Chicago, 
Ill., passed away recently after 
suffering a heart attack. Mr. 
Oliver was a grandson of James 
Oliver I, inventor of the chilled 
plow, and who founded the 
Oliver Chilled Plow Works, South 
Bend, Ind. Mr. Oliver was elected 
a director of the Oliver Chilled 
Plow Works in 1908 to fill the 
vacancy created by the passing 
of his grandfather. A year later 
he was elected vice-president. In 
1920, a plow plant covering 75 
acres was built in Hamilton, On- 
tario, Canada, and called Oliver 
Chilled Plow Works of Canada, 
Ltd, Mr. Oliver took an active 
part in supervising construction 
of the Canadian plant and upon 
its completion was made vice- 
president. At the first meeting 
of the new company, Oliver Farm 
Equipment Co., he was elected a 
director of the board, having 
served as vice-president of Oliver 
Chilled Plow Works for 20 years. 
In 1933 he resigned from the 
board but in 1941 was re-elected. 


Mr. Oliver was keenly in- 





JAMES OLIVER, II 
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} 


terested in civic and political at- 
fairs and progress. He was a 
member of many clubs, including 
the Chicago Club, the Colombia 
Club, and the Indiana Club. He 


is survived by his widow. 





WILLIAM H. MATTHAI 


William H. Matthai, 87, retired 
financier and industrialist, passed 
away at his home in Baltimore, 
Md., on June 24. At the age of 
16, Mr. Matthai, entered the em- 





WILLIAM H. MATTHAI 


ploy of Matthai & Igram, tinwate 
manufacturers, a firm which had 
been founded by his father. He 
progressed from position to posi- 
tidn with the company until he 
became general manager, in 
which capacity he served until 
1899. Then after a business mer- 
ger of five independent manufac- 
turers, of which Matthai & In- 
gram was one, the National 
Enameling & Stamping Co., Inc., 
was formed. Mr. Matthai became 
manager of the two Baltimore 
factories of this company, and in 
1928, retired as vice-president. 
Mr. Matthai was president of 
the Homeland Mfg. Co., and of 
the Beaver Dam Marble Co., Bal- 





timore, Md. He was one of the in- | 


corporators of the United States 
Fidelity & Guaranty Co., in 1896, 


and until a few years ago, was a | 


member of its board of governors. 
He was a past president of the 


American Hardware Manufactur- | 
ers Association, and of the Mer- | 


chants and Manufacturers Asso- 
ciation predecessor of the present 
Baltimore Association of Com- 
merce. 
was a director of the Baltimore 


From 1924 to 1934, he | 


branch of the Federal Reserve | 


Bank of Richmond, and served 


as director of a number of other | 


banks and organizations. 

He is survived by three sons, 
W. Howard, Albert D. of the 
National Enameling & Stamping 
Co., Baltimore, Md.. and Joseph 
F. Matthai, and two daughters. 
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Allens HEATING 


STOVES 


Keep The Home Fires Burning 


ALLEN'S 
PRINCESS RANGE 
For Coal or Wood 
No. 44-18 BRE-6 
Prompt Shipments 

















Cooking and heating appliances rate high on the list of essen- 
tial civilian needs and are in the vanguard of merchandise on 
which increased production is first permitted. 

It will pay you to plan now to reestablish your stove business. 
The Allen line will enable you to meet the needs of your cus- 
tomers for better stoves and ranges. Write for catalog and prices. 


at CHICAGO 
FURNITURE MART 


Floor 


17th 
Spaces 111-12-13 
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ALLEN'S OIL-BURNING 
PARLOR FURNACE 
Duotone Baked Enamel 
Model 41/1/08 


ALLEN'S CAST RANGE 


For Coal or Wood 
Model 42-16 BR-3 
Prompt Shipments 





ALLEN MANUFACTURING CO., Inc. 
NASHVILLE, TENNESSEE 
Quality Stove Builders Since 1867 
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Upholstered furniture 
frames--Effective June 15, OPA has 
permitted manufacturers a 5 per cent 


increase in the ceiling prices for up- 
holstered furniture frames. The revised 
regulation permits collection of the in- 
May 9, 


provided manufacturers had been bill- 


crease on all deliveries since 
ing the adjustment separately while it 
was pending. The increase was granted, 
OPA 
profits 


manufacturers’ 
those of 


said, because 


had declined below 


normal years, 1936-39, and ceilings in 


effect “were no longer generally fair 
and equitable.” 
~ * a 
Dairy equipment eased — 


Quota restrictions for makers of dairy 


equipment have been modified to per- « 


mit more flexibility, and to adjust sani- 


lary pump production to better meet 


demands for such items. Manufacturers 
will now be permitted to use a specified 
percentage of the tonnage of controlled 
materials used during the base period, 
as follows: Separators, clarifiers and 
pumps, 165 per cent; ice cream equip- 
ment, 25 per cent: dehydration equip- 
ment, 200 per cent. Butter, cheese and 
fluid milk plant equipment is divided 
into two groups, one with a quota of 
110 per cent of the controlled materials 


used in the base period, the other a 


quota of 200 per cent of the base 
period. 
* + 7 
Radio tubes and repairs 
The reason radio repair shops and 


civilian owners of radios find difficulty 
in obtaining tubes and repair parts is 
that 
have increased so tremendously. 
thousands of 


military demands for these items 


Every 
one of the planes is 


radio equipped, while ships, tanks and 


other mobile equipment add to the 
huge demands for tubes and _ acces- 
sories. Manufacturing output is now 


over 10 times what it was before the 
war, and a certain portion of this is for 
civilian tubes and repair parts. While 
WPB has prohibited the manufacture 
of any new civilian radio sets, it is fully 
aware of the need for keeping old sets 
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in operation, insofar as consistent with 
the needs of our combat services. 
Civilian repair shops have difficulty in 
obtaining certain essential repair parts, 
such as capacitors, transformers and 
resistors, but WPB wants these hard-to- 
get items distributed as equitably as 
possible by manufacturers to distribu- 
tors, and by the latter to dealers and re- 
pair shops. Repairmen should find it to 
their advantage to keep in close touch 
with their principal sources of supply, 
WPB says, and “some shopping around 
may also be advisable.” Radio receiv- 
ing tubes released by the manufacturers 
for civilian replacement purposes are 
marked “MR” for maintenance and re- 
pair. Preference ratings are no longet 
assigned for the purchase of replace- 
ment tubes, as order L-265 does not 
permit these tubes to be sold on a rated 
order. Manufacturers distribute them 
as equitably as possible to their dis- 
the latter to 
dealers and repair shops. While pro- 
duction of “MR” tubes is at the rate 
of about 18,000,000 annually, this is 


considerably below the number needed 
civilian radio sets in 


tribution agencies, and 


to maintain all 
operation. Radio repairmen may use 
“MR” tubes as replacements in sets 
needing them; and they may be sold 
over the counter to a consumer on a 
tube-for-tube basis, or on his certifica- 
tion that the needs them for the oper- 
ation of his radio set. But these tubes 
should not be sold to a consumer who 
wants them for spare tubes. 
* * & 
Cellophane stocks released 
WPB recently amended Order L-20, 
which restricts the use and delivery of 
Cellophane, to allow having 
surplus stocks to sell them without re- 
strictions. The however, 
must use this Cellophane only in com- 
pliance with Order L-20. This amend- 
ment conforms to recently amended 
Priorities Regulation 13, which pro- 
that anyone having surplus 
stocks may sell to anyone else, but the 
ultimate user is responsible for the 
disposal of the purchase in accordance 


anyone 


purchaser, 


vides 


with any WPB regulations that apply to 
the material. 
* * * 

Arsenic insecticides — WPB 
has urged farmers to start purchasing 
their needs of arsenical insecticides for 
the current growing season. Uncertain 
transportation facilities, manpower and 
will delay last- 
minute orders, and may result in heavy 


container shortages 
damage to insect-infested crops. Enough 
should be on hand for emergency situ- 
ations, farmers are told. The shortage 
of containers is one of the most press- 
ing problems facing the insecticides in- 
dustry. and it will become more serious 
in the future. One reason is that reuse 
of containers, urged in most products 
as a conservation measure, is not fea- 
sible for the bulk packaging of arseni- 
cal insecticides, because of their poison- 


ous nature. 
* * * 


Paperboard controls tight- 
ened—Control of the making of paper- 
board, including folding box boards, 
set-up box boards, miscellaneous board 
and building boards, has been changed 
over by WPB from Order M-241, to a 
new M-378. Reserve monthly 
production is reduced from 45 to 40 
per cent of the manufacturer’s average 
monthly production, but further sub- 
ject to WPB 
limits were reduced from 60 to 30 days’ 
Control of nonbending card- 
boards and pressboard will remain 
within the scope of Order M-241, as 
formerly. 


order 


direction. Inventory 


supply. 


* * * 


Urgent cotton products — 
WPB devised and announced an 
“urgency classification,” to regulate 
production of all cotton fabrics, yarns, 
cordage and twines in the order of their 
importance to the war program and the 
civilian Increasing labor 
shortages have seriously curtailed pro- 
duction of many essential cotton textile 
items, and many of the items affected 
have been those most needed by the 
armed forces, and essential civilian 
activities. Under the urgency rating 
pattern compiled by WPB, all cotton 
textile mills are rated according to the 


has 


economy. 
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essentiality of the item produced—class 
10 being the most urgent—and allot- 
ments of labor and material will be 
made to favor these most essential 
producers. Rated class 10, for example, 
are military materials, also cotton duck 
and filter cleth, tire cords and fabrics, 
insect netting, bandage cloth, flag bunt- 
ing, knitting yarns, and essential cords, 
ropes and twines. 


* * * 


Essential alcohol uses—WPB 
announces U. S. production of 190 proof 
alcohol this year, through April, was at 
a record rate of 192,200,000 gallons, 
compared with 137,400,000 gallons dur- 
ing the first four months of 1943. The 
total 1944 alcohol supply (190 proof) 
is now estimated at 612,400,000 gal- 
lons, against an estimated requirement 
of 633,900,000 gallons, according to 
WPB’s Chemicals Bureau. The Chemi- 
cals Bureau lists, interestingly, the esti- 
mates of requirements (in millions of 
gallons) of 190 proof alcohol for the 
recent past, and for the near future, as 


follows: 
1942 1943 1944 1945 
Synthetic rubber .. .... 126.0 365.0 365.0 
Direct military & 
Lend-Lease ..... 71.2 102.9 78.6 89.0 


Indirect military & 
essential civilian 128.0 147.0 160.3 160.0 
Anti-freeze ....... 30.0 50.8 30.0 20.0 


229.2 427.6 633.9 634.0 
* a oo 

Wheelbarrows—The value of 
wheelbarrows manufactured and sold 
in 1943 decreased sharply from 1942, 
reports the Bureau of the Census, U. S. 
Department of Commerce, Washington, 
D. C. There was a 24 per cent de- 
cline in the value manufactured, from 
$2,116,747 in 1942 to $1,604,943 in 
1943. Sales decreased from $2,231,379 
in 1942 to $1,658,551 in 1943, or by 26 
per cent. 

* * * 

Lawn mowers—A_ decrease 
of 85 per cent in the value of lawn 
mowers produced in 1943, as compared 
with 1942, was shown as the result of 
the WPB limitation order on_ their 
manufacture reports the U. S. Depart- 
ment of Commerce, Bureau of the Cen- 
sus. Production declined from $14.- 
408,541 in 1942 to $2,189,081 in 1943. 
Sales dropped from $16,110,818 to $2.- 
761,125. These figures include the 
value of attachments and parts which 
increased in value manufactured by 14 
per cent and in value sold by 34 per 
cent. The complete mowers sold repre- 
sent units sold to Government Agencies. 

* * * 

Domestic pumps, windmills 
—The production of domestic pumps 
and windmills decreased in value by 
10 per cent between 1942 and 1943, 
from $7,914,271 in 1942 to $7,128,387 
in 1943. Sales of these products de- 
creased from $8,387,696 in 1942 to 
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$7,072,455 in 1943, or by 16 per cent. 
Sales of attachments and parts for 
domestic pumps and windmills also de- 
creased by 33 per cent. This data was 
released by the Bureau of the Census, 
U. S. Department of Commerce. 

* * * 


Domestic water systems -— 
The production of domestic water 
systems in 1943 decreased in value by 
27 per cent as compared with 1942, 
reports the Bureau of the Census, U. S. 
Department of Commerce, with a like 
decline in sales. Although the value of 
production and sales of water systems 
decreased in total, there was a sub- 
stantial increase in the manufacture and 
sale of attachments and parts for water 
systems. 

* * * 

Cap screws—Large ordnance 
requirements for cap screws for re- 
placement use overseas will tax the 
capacity of the industry, members of 
the Cap and Set Screw Industry Ad- 
visory Committee said at their first 
meeting, the War Production Board 
reported on June 15. The present 
backlog of orders averages six months, 
committee members said, and in some 
cases run to a year, since many cus- 
tomers place orders for months in ad- 
vance. Requirements for these products 
for the farm machinery and truck-trailer 
programs are also large, WPB officials 
told the committee, and may increase. 
No solution was arrived at as to how to 
bring requirements into line with pro- 
duction. Ordnance requirements will be 
studied carefully with a view to possible 
reductions, WPB officials said. 


* * bad 


Water coolers — All essential 
water cooler uses are being cared for 
at the present time, the Water Cooler 
Industry Advisory Committee reported 
to War Production Board officials at a 
meeting in Washington, WPB said re- 
cently. Industry members expressed a 
belief that they will be able to con- 
tinue meeting essential needs during the 
remainder of 1944. Production of in- 
dustrial type water coolers, however, is 
being delayed by inability of producers 
to obtain fractional horsepower motors, 
the committee said. Seasonal demand 
for coolers is also a factor contributing 
to delays of delivery, the members said. 
Committee members urged WPB 
“officials to take steps to speed deliveries 
of fractional horsepower motors, which 
they said would expedite cooler de- 
liveries. The group recommended that 
Schedule I of Order L-126, covering re- 
quired specifications for self-contained 
drinking water coolers, be relaxed and 
coordinated with the proposed revision 
of Order L-38, covering general com- 
mercial and industrial refrigeration and 
air conditioning equipment. 


Every one of your customers is a prospect 
for a Manco Cutter, for these powerful, 
portable cutting tools will save time and 
money on dozens of production and main- 
tenance jobs in any plant. 

Precision-built to close tolerances, and 
designed with a large safety factor, Manco 
Cutters will give years of satisfactory effi- 
cient service. 

Manco Cutters are available in a wide 
range of sizes and styles, center-cut, close- 
cut, angle-cut, nut splitter, end and close 
cut combination and with insulated handles. 

Write for catalog and prices. 
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The Chicago “V’’-Belt 
Pulley Display 






will help 
You 
make Sales 


A $15.00 
Value 

for Only 
$7.20 


tisk Your Jobber About— 


the No. 50 Display Board. A 
complete assortment of 24 pul- 
leys in 12 popular sizes ranging 
from 134" up to 5” in diameters. 
All pulleys are for “A” belts 
and come in 44” and %”" bores. 
The Display Board is finished 
in red, white and blue and has 
space in the rear for additional 


sizes. 
Mfr'd by 


CHICAGO DIE CASTING MFG. CO. 


2507 W. Monroe St., CHGO. 12, ILL. 

















No More Damage from Conden- 
sation or Sweating Pipes, Tanks, 
Walls, Ceilings and Air Ducts 


77 A SURE CURE 


@ This sensational plastic 
eork coating prevents condensation drip 
frem metal, concrete, brick, wood, plas- 
ter or composition surfaces. Perma- 
nently protects metal against rust and 
corrosion, thus prolonging life of pipes, 
tanks, etc. Forms a moisture-proof, 
insulation type coating impervious to 
acid and alkali. 


Stucco-like finish requires no mainte- 
nance. A gallon covers about 30 feet of 
\%” pipe. Dries in 24 hours. Comes in 
1, 5 and 55 gallon drums. 


Immediate Shipment. Order from 
your Jobber. Nationally advertised at 
$1.90 a gal. ($2.10 west of Rockies.) 


FREE NoDrip Cir- gush 
cular about Con- CY TROY, 
densation Drip s ~, 


and its Preven- & 
tion. 


J. W. MoRTELL Co. 
Technical Coatings 
Since 1895 
508 BURCH ST. 
KANKAKEE, ILL. 
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Aluminum—Shipments of alu- 
minum products to consumers continued 
to increase during March, reaching a 
new peak of 232,000,000 Ibs. in that 
month, according to a report issued by 
the Aluminum and Magnesium Divi- 
sion, War Production Board. Secondary 
recovery advanced to 59,000,000 pounds 

25 per cent more than February and 
nine per cent above the previous peak 
of Nov., 1943. Primary metal. pro- 
duction of 160,000,000 Ibs. was at the 
level anticipated for March. High 
secondary recovery is attributable not 
only to greater scrap purchases by 
primary metal producers but also to in- 
creased activity in the smelting indus- 
try, WPB said. The new record of 
shipments to consumers reflected peaks 
for several product goods. Shipments 
of sheet, strip, plate and foil were close 
to 96,000,000 lbs. castings, almost 50,- 
000,000 pounds; and tubing, more than 
6,000,000 lbs. The only product group 
where March shipments declined from 
February were forgings. However, 
forge shops met their requirements, as 
they were able to reduce their past-due 
backlogs in addition to filling new 
orders. Shipments of ingot and powder 
for direct use by consumers recivered 
from the abnormally low level of Feb- 
ruary and accounted for a substantial 
part of the total increase in March. 


* * * 


Rope—Requirements for rope 
in the third quarter of 1944 will be 
approximately the same as prevailed in 
each of the first two quarters of the 
year, War Production Board officials 
said at a meeting of the Cordage In- 
dustry Advisory Committee, WPB re- 
ported June 16. Processing results 
from the first five months of the year 
show that the overall rope program is 
being met despite serious manpower 
problems facing the industry, WPB 
said. The problems concerning the use 
of American hemp as an extender in 
the making of rope were discussed. Be- 
ginning July 1, the cordage program 
will require the use of American line 
hemp in sisal rope, according to WPB. 
Officials said it is contemplated that the 
percentage of American line hemp in 
rope will be revised upward in the 
third quarter. 

* * & 

What civilians need — One- 
third of all American households would’ 
buy alarm clocks if they were plenti- 
ful, and 16 per cent would buy radio 
tubes, says WPB’s Office of Civilian 
Requirements. But the hardest things 
to buy, judged by the proportion of 
unsuccessful shoppers, are wash boilers, 
lawn mowers, tea kettles and carpet 
sweepers, in that order. “It may be 
possible to put some simple items 
into producton almost at once,” said 


Dr. William Y. Elliott, Director of 
Civilian Requirements, in announcing 
these and other findings of a new sur- 
vey of shortages in household goods. 


* * * 


Record copper shipments — 
Copper deliveries for May reached the 
record total of 168,764 tons, a gain of 
12,887 tons over April, the Copper In- 
stitute has reported. The previous 
record high was 165,503 tons in De- 
cember, 1942. May deliveries included 
99,888 tons of domestic copper, indi- 
cating the use of 68,876 tons of foreign 
metal, also a new high. Domestic 
copper production in May was moder- 
ately higher, with a total of 94,078 tons 
compared with 92,779 tons in April. 


* * * 


Paperboard—Members of the 
Containerboard & Fibre Box Industry 
Advisory Committee, meeting with the 
War Production Board in Washington 
late in June, were told that 980,254 
tons of wood pulp have been authorized 
by WPB officials for the manufacture of 
paperboard in the third quarter. This 
amount compares with 983,924 tons of 
pulp allocated in the second quarter. 
Estimates from paperboard mills show 
that from the total pulp allocated, 2,- 
315,900 tons of various grades of paper- 
board can be produced in the third 
quarter, compared with 2,307,835 tons 
in the second quarter, WPB said. 


* * * 


Activity indices favorable— 
The nation’s output of electricity in the 
week ended June 17 totaled 4,287,251,- 
000 kilowatt hours, a shade above the 
preceding week and 4.6 per cent higher 
than in the same week of 1943. Rail- 
roads loaded 879,161 cars of revenue 
freight during the June 17 week. This 
was an increase of 0.6 per cent over the 
preceding week, and an increase of 1.3 
per cent, compared with the year-ago 
total. Total carloadings to date were 
20,170,137 compared with 19,339,538 in 
the corresponding 1943 period. 


* * * 


Retail sales higher — Inde- 
pendent retailers’ sales showed a 12 
per cent increase in May from the same 
month last year, the Department of 
Commerce reports, based on data from 
14,029 retailers in 34 states. May sales 
were 6 per cent above April. Depart- 
ment stores showed the largest gain, 19 
per cent from a year ago. Hardware 
stores’ dollar volume was up 17 per 
cent. 

* * * 

Graded shortages — Through 
the first of a series of consumer sur- 
veys, WPB’s Office of Civilian Require- 
ments has made public a number of 
shortages in “hard goods” items for 
common civilian use. Three “degrees” 
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of shortage are recognized, ranging from 
“severe” to “mild,” and reported as of 
the first quarter of 1944. “Severe 
shortages,” showing a satisfaction of 
demand from zero to 30 per cent, em- 
brace such items as alarm clocks, gar- 
bage cans, washtubs, lawn mowers, 
ammunition, window screening and 
flashlights. The middle group of scarce 


items covers goods in sufficient supply 
to meet from 30 to 60 per cent of 
demand. This list includes many 
kitchen utensils, flashlight batteries, 
clothes pins, pails, radio tubes, axes, 
sprayers, barb wire, and padlocks. In 
“mild shortage,” the third classication, 
are goods in sufficient supply to meet 
from 60 to 90 per cent of demand. 








SALES OF 1,190 INDEPENDENT RETAIL HARDWARE 
DEALERS IN UNITED STATES 


May, 1944 Comparisons 





SUMMARY 
Vay °44 Vay *44 ’ 
No. Stores vs. vs. May *44 May 43 A pr.’44 
May’43 Apr. 44 aa a 
Total 1,190 +18 +13 $9,634,615 $8,140,746 $8,517,951 





First five months, 1944 showed 8 per cent gain from 1943 
1944, $42,937,171; 1943, $39,868,667 





Per Cent Change 











Number May °44 May *44 Dollar 
States by Regions of firms vs. vS. Sales 
reporting May °43 Apr. °44 May °44 
New England 74 +14 +26 695,822 
Maine 11 +20 +26 110,273 
New Hampshire & Vt. 12 +17 +33 209,411 
Massachusetts 33 +19 +23 240,053 
Rhode Island . 
Connecticut ’ 15 — 3 +19 102,139 
Middle Atlantic 126 +15 +26 1,098,392 
Pennsylvania 126 +15 +26 1,098,392 
East North Central 374 +16 +18 2,783,250 
Ohio 107 +16 +22 884,497 
Indiana 53 +10 + 9 352,363 
Illinois 88 - +13 +12 616,822 
Michigan 44 +17 +22 381,842 
Wisconsin 82 +22 +22 547,726 
West North Central 152 4-19 +14 638,947 
lowa 45 +14 — 5 216,524 
Missouri 35 +22 +24 148,008 
Nebraska 35 +19 +24 132,617 
Kansas 37 +26 +37 141,798 
South Atlantic 42 +24 —13 359,244 
South Carolina 1] +20 +12 106,674 
Georgia ae 18 +31 + 8 146,984 
Florida 13 +18 —43 105,586 
East South Central 1l +2 +10 101,242 
Alabama 1] +2 +10 101,242 
West South Central 107 4-25 + 7 791,817 
Arkansas 18 +15 + 2 135,546 
Oklahoma 38 +20 +12 232,026 
Texas 51 +3] +. 6 424,245 
Mountain 81 +18 +1] 908,200 
Montana 19 +13 + 4 158,310 
Idaho 13 +22 +18 98,309 
Wyoming * 
Colorado 23 +38 +29 139,114 
New Mexico 8 +23 +11 196,328 
Arizona 7 +9 +4 218,831 
Utah * a 
Nevada me hr a lay eat ah he sie eae 
Pacific 223 +23 +7 2,257,701 
Washington 37 +13 +9 377,351 
Oregon 29 +23 +13 394,710 
California 157 +26 + 6 1,485,640 
Chicago, Ill. . 19 + 3 +20 91,350 
Los Angeles, Cal. 19 +50 —11 213,723 
Portland, Ore. 9 +25 +14 66,268 
San Francisco, Cal. 21 +25 +9 203,554 
Seattle, Wash. 10 + 2 +] 62,931 





* Note while stores in these states are included in grand total, figures for 
these states are not shown in this chart, because of insufficient data. Compiled 
by Bureau of the Census, U. S. Department of Commerce. 
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Designed to do work 
quickly and effici- 
ently, Vichek Tools 
are an aid to pro- 
duction. They reflect 
the experience 
gained in 49 years 


of fine tool making. 


THE 





VLCHEK 


TOOL COMPANY 


3001 £. 87th ST. + CLEVELAND 4, OHIO 











Among the “mild shortages” are wood 
or coal stoves, vacuum bottles, baby 
carriages, mops, rope, bedsprings, har- 
ness, washboards and paring knives. 
Electrical appliances, not now in ci- 
vilian production, are excluded from 
the consumer supply list. These short- 
ages, and their degrees, will be given 
every consideration by WPB in its con- 
sumer relief programs. 


* * * 


Tools for civilian output 
According to James F. Byrnes, director 
of war mobilization, WPB’s Tools Di- 
vision is evolving an amendment which 
will enable “contractors” to place 
orders shortly for such machine tools 
as they will require for civilian produc- 
tion, to use whenever plant capacity 
permits. As a possible means of im- 
plementing the Byrnes announcement, 
the Tools Division has drafted an 
amendment to order E-1-b which would 
authorize a manufacturer to accept 
orders for non-war uses, to be filled 
when a producer has idle or spare plant 
capacity. The order as amended would 
allow a producer to finish these un- 
rated orders even if new war orders 
came into his plant before completion 
of non-priority orders, it is understood. 
Until such amendment becomes effec- 
tive, there are no loopholes in the ma- 
chine tools order E-1-b, which would 
permit placement of orders for post-war 
or civilian uses. All machjne tool pro- 
duction is on a war priority basis, with 
civilian uses unrated, orders for which 
manufacturers are prohibited from ac- 
cepting. 


Third quarter farm tools — 
Under order L-257, WPB has set up a 
reserve of 15,000 tons of carbon steel 
and proportionate amounts of other 
controlled materials, to be added to 
quotas for third quarter 1944 delivery, 
to be used with idle and excess inven- 
tories, in the production of farm ma- 
chinery. The direction permits par- 
ticipation in this special program of all 
manufacturers who can qualify, in- 
cluding those not already engaged in 
the production of farm machinery. 
Manufacturers who desire to increase 
their quota of any item, and new manu- 
facturers with no quota, must apply to 
WPB for permission by June 26. WPB 
makes clear that such application 
would not be granted if participation 
involved substantial allotments of: 
Steel—plates; sheets; strip; tin mill 
products; forgings; seamless tubing; 
wire rope and strand. Copper and brass 
products: Rod, one-half inch and 
smaller; fine wire; cable; or tubing of 
four inches and over. Production of 
any item must be scheduled the same 
as if the orders bore an AA-4 rating. 


74 


The use of material obtained with allot- 
ments or preference ratings for the 
manufacture of farm equipment under 
a regular quota is not permitted. The 


use of lumber in the manufacture of 
any item under this program is subject 
to Order L-335 and other applicable 
orders. 





Just Among Ourselves 


(Continued from page 22) 


bers of Congress and by those 
who have formed and now op- 
erate the two or three new 
“small business associations” 
that have come to light in the 
last year. Most well established 
trade organization executives 
know this and know it well— 
but too many of the more ar- 
ticulate spokesmen for “small 
business” either don’t know it 
or don’t talk as though they 
did. 

If “small business” is to get 
any worthwhile special consid- 
eration, each segment of each 
industry and trade must be ap- 
praised as a separate unit and 
it may be that, because of the 
magnitude of such an under- 
taking, nothing much can be 
expected in the final results of 
various programs to help 
“small business.” 

And while we are on the 
subject, let us not forget that 
sponsors or spokesmen, for 
any project whose main theme 
is based on the claim that hurt- 
ing big business will help 
small business, are not telling 
the truth. Deliberately, or 
otherwise, they are misleading 
the operators of smaller busi- 
nesses. 

In our American economy, 
pre-war, duration and _post- 
war, there is and must be a 
place for both large and small 
businesses in most fields. 
Many of our largest firms to- 
day, were once extremely mod- 
est and small enterprises which 
grew through good services 
and fair prices, 

We urge readers not to join 
up with any program or group 
designed to “aid small busi- 
ness” unless they are sure that 


their own ideas and those of 
the sponsors (and operators) 
of such activities use the same 
gage to determine “what is a 
small business?” 

As taxpayers, let us also re- 
member that governmental 
help for “‘small business” may 
easily turn out to be merely 
the creation of another costly 
bureau. 


“G I Bill of Rights” 
Provides Benefits for 
Returning Servicemen 
(Continued from page 47) 
erty involved. The total amount in 
both loans guaranteed by the Gov- 
ernment cannot exceed $2,000. In- 
terest on secondary loans cannot be 

more than 5 per cent. 

Discharged servicemen and wo- 
men also will be allowed liberal un- 
employment benefits of $20 a week 
up to 52 weeks if they cannot find 
employment. Four weeks of unem- 
ployment benefits will be allowed 
for each month of service, plus ad- 
ditional time for the first three 
months of service. Veterans are re- 
quired to register with United States 
Employment Service or other suit- 
able employment agencies and ac- 
cept suitable work if it is offered to 
them. They will become ineligible 
for benefits if they give up their 
jobs without reason, or are fired for 
misconduct, or participate directly 
in strikes, or will not attend avail- 
able free training courses. The two- 
year limitation also applies. 

Self-employed veterans who make 
less than $100 a month can get cash 
benefits to make up the difference 
between their net earnings and $100 
a month. This benefit will also be 
paid for 52 weeks, depending on 
the length of service. 

The law provides for a $1,000 fine 
and one-year prison term for any- 
one convicted of fraud in connec- 
tion with such benefits. Any bonuses 
or benefits that might be paid under 
future legislation would be paid 
only after benefits paid under the 


“GI Bill” were deducted. 
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They Send Their 
Service Department 
to the Farmer 

(Continued from page 28) 
trical devices. Wherever possible, 
the Wise firm wants customers to 
bring in the heavier appliances, 
but where this is not feasible the 
store has a pickup and delivery 
service. 

In the case of the farm trade, 
the service man naturally tries to 
service as many appliances on each 
farm as he goes along. This pro- 
cedure eliminates a lot of call- 
backs and saves gasoline and tires. 
There is hardly a farm visited 
where there isn’t some mechanical 
repair that the owner wants made. 
Sometimes it may be an electric 
fence controller, a washer, a vac- 
uum cleaner, a milker, a water 
pump, a gasoline engine or an 
electric or gasoline stove adjust- 
ment. 

Through such a policy of ser- 
vice, the Wise store, is building 
much good will, as well as making 
a profit. The firm is also accumu- 
lating a spendid list of prospects 
for many restricted items, includ- 
ing appliances, and this will give 
it a head start in selling when such 
items again are placed on the un- 
restricted list. 





$15,000 in Dinnerware in 
a Community of 15,000 


(Continued from page 30) 
Saturday before Mothers’ Day this 
year. 

Mr. Jensen stated with proper 
pride, “The fact that our 1943 
volume equaled that of 1942 is 
attributable in a large measure to 
the success of this department.” 

Jensen Hardware’s proprietor 
visits semi-annual markets in Chi- 
cago and Pittsburgh to keep up- 
to-date on what is new in the way 
of available giftwares and he uses 
big-town, big store methods of ad- 
vertising. One of this year’s 
Mother’s Day advertisements is 
shown on these pages. It features 
well known brand names as well 
as a picture of a traditional 
“mother.” Last Christmas full-page 
advertisements were used to fea- 
ture these lines and others of in- 
terest to the ladies although they 
devoted about one-fifth of the 
space to juvenile items. 





Fallacies 
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’The Early Bird’ 
Catches the Worm 








Get SOILAX from your jobber. 
Retail Price: 25¢, 1% lb. 
Economics Laboratory, St. Paul, Minn. 
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CAPACITY 
60 Ibs. by 
1/10 Ibs. 


For the dairy farmer 
who requires accu- 
rate milk production 
records. Saves money 
by weeding out non- 
producing cows. Ex- 
tra adjustable indi- 
cator can be set to 
deduct weight of 
miik pail. Large, easi- 
ly read graduations 
of one tenth pound 
simplifies computa- 
tion. Dimensions 8” HANSON 

x 2° x 17". Heavy SCALE COMPANY 
construction assures 

years of reliable 525 N. Ada St. 
service. List $5.00 Chicago 22, Ill 


See your jobber 





PRODUCES PERFECT COTTER PINS 


Solo Cotter Pins meet the exact engineer 
ing specifications of all Army, Navy and 
Air Force requirements. Their excellent 
performance is certain, because they are 
triple gauged and rigidly inspected for 
quality and uniformity. Available from 
1/32” x Y%”" to %” x 4” including all 
intermediate sizes. Standard, special or 
export packing to Army and Navy or your 
individual requirements. 


ORDER SOLO COTTER PINS 
FROM YOUR JOBBER TODAY! 


SOLO PRODUCTS CORPORATION 


395 Fourth Avenue, New York 16, N. Y. 
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Substantial Increase 


RECENT game and _ wildlife 

survey made by the Reming- 
ton Arms Company indicates a sub- 
stantial increase of many species of 
game birds and animals within the 
next few years. Predictions made 
are based on opinions expressed 
both by state and federal authori- 
ties and by experienced sportsmen 
and observers who have no official 
governmental connections. 

As no one can definitely predict 
conditions twenty years hence, the 
percentages presented must be con- 
sidered only in the light of the com- 
posite opinion of the best authori- 
ties obtainable. The estimate of a 
probable increase in game popula- 
tions amounting to 16 per cent in 
five years and 27 per cent in 20 
years should be encouraging to 
American sportsmen. 

A few more summarized conclu- 
sions contained in the survey, the 
first of its kind ever made are: 


of Game Predicted 


“Economic and social predictions 
indicate increased hunting pressure 
in the future years, due to more 
leisure time and more money to 
spend on recreation. 

“To meet such conditions it will 
be necessary to maintain a satisfac- 
tory supply of game that can be 
harvested each year. 


“Nature and the farmer must be 
the propagationists, but all interests 
must apply their cash, efforts and 
skill unstintingly to reach the pos- 
sible and necessary goal. 

“The encroachment of civilization 
on the habitat of wildlife does not 
necessarily mean that there is little 
chance to increase the present game 
population when over 80 per cent of 
the area of our country is still avail- 
able as huntable ground, and a good 
portion of this can be rehabilitated 
so as to afford suitable cover, food 
and nesting for wild birds and ani- 
mals.” 














IF THE WAR ENDED TOMORROW 
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ANSWER: 


WITHIN A PERIOD OF SIX MONTHS 
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3,675,000 FAMILIES WOULD BUY... 
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2,625,000 FAMILIES WOULD BUY... 


REFRIGERATORS 
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2,555,000 FAMILIES WOULD BUY... 






























1,400,000 FAMILIES WOULD BUY... 
SOURCE: U. S. CHAMBER OF COMMERCE, CONSUMER AND INDUSTRY SURVEY 
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The above chart answers one of the most pertinent of present-day 
questions in a way that spells good business for hardware stores. 
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Will Be Your Big 
Sellers After V-Day 


In the meantime, our entire facilities are 
devoted to the manufacture of vital equip- 
ment for the Armed Forces. 


remax Products 


Division Chisholm-Ryder Co., Inc. 
4409 Highland Ave., Niagara Falls, N. Y. 


National 


Still a symbol 
of fine 
HARDWARE 














UT for the duration many mem- 

bers of this extensive line will 
not be seen on the home front. The 
facilities of our large modern plant 
dive first call to the war effort, and 
whateveravailable hardwareis allotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 


We hope the day is comin, soon when 
a decisive victory will give us the 
“GO” sign for full-speed production 
to serve a world at peace. 

Wesuppgest using, Government priority 
forms for all of your urgent hard- 
ware requirements. 


NATIONAL MANUFACTURING 
COMPANY 
STERLING + + : ILLINOIS 





Selling Backed Up With 
Service Builds Outboard 
Motor Business 
(Continued from page 36) 


publicity. It makes possible the 
profitable handling of trades which 
sells more new motors. It is the 
cornerstone of a winter storage 
and tune-up plan which brings in 
work and dollars in the winter 
season. It makes for greater store 
traffic which means more sales of 
other merchandise. 

It is doubtful that any other 
class of merchandise commonly 
sold in a hardware store will show 
a higher overall profit than a first- 
class line of outboard motors prop- 
erly handled. Besides, outboard 
motors provide a growing addition 
to others which are more or less 
static. 

The post-war outlook is favor- 
able in the outboard motor busi- 
The fishermen of America 
(there are millions of them) have 
been grinding away for long hours 
at war work; many are in the 
armed forces. All of them will 
want, need, and deserve outdoor 
recreation. They'll want to fish. 
An outboard motor is an indis- 
pensable part of modern fishing 
equipment. Most of these men will 
have the money to buy the motors 
they long have wanted. In spite 
of competition for the dollar-in- 
the-pocket (by other items such as 
automobiles, refrigerators, wash- 
ing machines and whatnot) people 
will buy a lot of motors—as many, 
very likely, as the manufacturers 
can make. 

So if a hardware dealer wants 
to really build his outboard motor 
business, profitably and pleasantly 
(for selling outboards as well as 
using them is fun), he should de- 
termine to build on service. If 
he wants to simply skate along 
without much effort and sell only 
a few, then he is only a store- 
keeper and some other merchant 
will cultivate this prolific field. 


ness. 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 58 
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BACKING 


Stak 


gives dealers 






REACHING 


300,000 users 


EVERY MONTH 


To create demand among users of 
metal-cutting hack saw blades, 
Clemson Bros., Inc., advertises regu- 
larly in leading industrial publica- 
tions reaching more than 300,000 
interested readers every month. These 
readers are men who KNOW the 
value of STAR Hand and Power 
Hack Saw Blades and Flexible Back 
Metal-Cutting Band Saw Blades. 
Rounding out this service is the popu- 
lar book “Metal Cutting” — a text- 
book on the selection, use and care 
of STAR products, Copies will be sent 
FREE on request. 





STAR products include Hand and Power Hack 
Saw Blades, Frames, Metal Cutting Band Saw 
Blades and the Clemson D-17 Lawn Machine. 


(A CLEMSON BROS. inc. 


MIDDLETOWN * NEW YORK 


POT, 


Makers of hand and power hack 
saw blades, frames, metal cut- 
ting band saw blades and the 
Clemson D-17 lawn machine 
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And Still Available for Hardware Distribution 


Rowide Garden 
Cultivator 


Scuffle hoe designed with a 12 in.- 
wide blade so that the entire space 
between rows of smaller vegetables can 





be cultivated at one pass. Roof truss 
type of attachment to the handle pro- 
vides maximum strength with minimum 
weight, namely 3 lbs. May be used to 
cultivate between plants in the row if 
sufficiently spaced. Plants such as corn 
and tomatoes may be hilled easily by 
using “Rowide” in an inverted position. 
Cutting edge is kept about an in., below 
the surface by raising or lowering the 
handle, forming a mulch and cutting off 
weeds in one operation. Will not in- 
jure crop roots. Rowide, 308 West 
68th St., New York City 23. 


Booklet on Wire 


Entitled, “Let’s Take a Tour With 
Wick-& Spen, the Wire Men,” this book- 
let describes the day of a typical Ameri- 
can business man, showing the things 
which he uses and comes in contact 
with all day that are made of wire. 
From his home, on his drive to work, 
his office and then his own workshop at 


78 


home. Amusingly illustrated in green 
and white, the booklet proves to be 
very interesting. In the back is an 
index of different fields of work and 
individual articles, such as animal pens, 
agriculture, aviation, and awnings, and 
with each is listed the products made 
by this company which are used by 
them in construction plus the division 
in which they are made. Wickwire 
Spencer Steel Co., 500 Fifth Ave., New 
York City 18. 


South Bend Lathe . 
Catalog 


New condensed catalog covering all 
South Bend lathes and containing eight 
pages. File size, it illustrates and des- 
cribes engine lathes, tool-room lathes, 
and precision turret lathes for practi- 
cally all types of production, tool-room 
and maintenance work. To facilitate 
the use of this catalog, all information 
concerning capacities, speeds, feeds, and 
dimensions are tabulated for each size 
and model of lathe. Considerable space 
is devoted to lathe attachments for 
special classes of work. Copies of cata- 
log No. 150 may be obtained by writing 
to the South Bend Lathe Works, South 
Bend 22, Ind. 


Nursery Kneeling 
Pads 


Known as Softee Cushion, this pad- 
provides comfort and protection to the 
mother’s knees in nursery and house- 
hold duties. Cover is made of water 
repellent fabric, and is available in a 
variety of pastel colors. Its attractive 
label wrap is in blue and white. Tex- 
tile Mills, 3948-50 Roosevelt Road, Chi- 
cago 54, II. 





Grand Home Appliance 
Large-Sized Range 


Large-sized Grand gas range has a 
charcolator broiler, and the broiler is 
located waist high eliminating stooping 





or bending. Has light-colored porcelain 
enamel lining for the oven and broiler. 
10 in. wide, it is designed with a fully 
insulated 18 in. wide oven, and two 
large storage drawers for pots and pans. 
Has a divided top, two simmer burners 
on the left, and two simmer burners on 
the right, plus one giant burner, with 
a convenient amount of working space 
between burners. Base is made of por- 
celain enamel, and built to stand flush 
against the kitchen wall. Provision has 
been made for simple installation of 
heat controls. Known as R-94, this 
range w:.l be available for natural, 
manufactured or liquefied gases. Grand 
Home Appliance Co., 2323 East 67th 
St., Cleveland 4, Ohio. 





Circular on Walton 
Tap Extractors 


New literature describing Walton tap 
extractors emphasizes these points: 
simplicity of operation, immediate de- 
livery, and 48-hour free reconditioning 
service. Six standard sets provide a 
wide range of sizes. Four-flute style 
extractors are regularly supplied but 
three-flute style or two-flute style may 
substituted at no extra cost. The Wal- 
ton Co., 94 Alyn St., Hartford 3, Conn. 


HARDWARE AGE 
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CONTROLLED HEAD SIZES 





An Upson Quality feature that means better bolted joints 


Repeated checks on the accuracy 
of heading dies is another of the 
many CLOSE CONTROLS that 
hold a tight rein on Republic 
Upson quality. 


Republic Upson controls insure 
a high brand of quality, because 
they extend from the processing of 
the ore all along the line to the fin- 
ished product. And because these 
controls are guarded by ONE in- 
tegrated organization—Republic 


Other Republic products include Woven Wire Fen 


—you not only get headed and 
threaded products of higher qual- 
ity but also the responsibility for 
their performance is centralized. 


These and other controlled qual- 
ity features assure you that Upson 


products are accurate to size, that 
heads are sharp-cornered and full 
formed, that threads are strong 
and clean cut. And in use those 
advantages mean faster and better 


bolted assemblies with less waste. 


REPUBLIC STEEL CORPORATION 


BOLT AND NUT DIVISION « CLEVELAND 1, OHIO AND GADSDEN, ALA. 


Berger Manufacturing Division 


Culvert Division 


Niles Steel Products Division « Steel and Tubes Division Ltt, 


Union Drawn Steel Division 





REPUBLIC 


Truscon Steel Comecsy sty 
Export Department: Chrysler Building, New York, 17, N ‘ 





BOLTS AND NUTS 
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Bulletin on Shock 
Absorbing Tools 


An attractive and informative bulle- 
tin entitled, “A Blow Without a Dent,” 
shows and describes the Basa replace- 
able face hammers and the Empire soft 
face mallets made by Greene, Tweed & 
Co. Interesting features included in 
this bulletin are the plastic faces and 
heads which are now available for these 
hammers and mallets. It concisely out- 
lines the particular advantages of the 
special material selected for the purpose, 
rawhide, copper or Babbitt faces can 
also be furnished for the Basa ham- 
mers, and plain or loaded rawhide 


_ AGRICULTURE and INDUSTRY 


a partnership that has made America great 
In Colonial days, we were a nation of tillers of the soil. While nature had en- 
dowed us with fertile land and favorable climate, labor was short, tools were 
crude or non-existent, and the people were poor. 

But . . . we did possess something that has sparked all progress since... . 


American Free Enterprise. 


As population grew, needs developed for more products of Agriculture. Ameri- 
can ingenuity met these needs with marvelous inventions, resulting in an 


expanded Industry. 


In this great War, Agriculture and Industry still march hand in hand. In- 
dustry has filled the skies with planes, the oceans with ships, equipped our 
millions of fighting men and those of our Allies. The Farmer has supplied 
the materials for Industry, the food to sustain our fighting forces and industrial 


workers, in unprecedented amounts. 


Under our American Constitution, the enterprise of both Agriculture and 


Industry was free: 


. free to till the soil, or to work for wages; : 


. free to accumulate savings, to invest them in a farm, a home, 
a store, education of the children... 


of Industry. 
. free to take risks . . . of soil, 


bureaucrats; 


. free from impoverishing taxation; 

for the producer of crops, for the 
inventive genius and manufacturer that supplied his tools of produc- 
tion, and for those who converted his crops into usable foodstuffs 
or industrial products and got them to the markets. 

Patriotically, patiently, both Agriculture and Industry have relinquished 

for the duration many of their accustomed freedoms. 

There are those who would like to make the present regimentation permanent. 

Theorists are voicing strange, un-American doctrines of ‘‘planned economy” 
. meaning continued dictation over our ordinary affairs. 

We at Keystone are not in politics. But, we see clearly the urgent need for 

Agriculture and Industry to stand together to combat these threats to Ameri- 


. freedom of incentive... 


can Free Enterprise. 


The partnership that has made America great must keep it so. 


KEYSTONE STEEL & WIRE CO. 


PEORIA 7, ILLINOIS 


(RED BRAND FENCE..RED TOP STEEL POSTS) 





e rain, drought, insects . . . to 
freely exchange the products of soil and toil without dictation by 





WHATS NEW 


AND STIL AVAILABLE FOR HARDWARE DISTRIBUTION 





heads for the Empire mallets. The 
split adjustable head of Basa hammers 
is outlined, and also described is the 
advantage of distributing the weight of 
both hammers and mallets. Copies may 
be had by addressing Greene, Tweed & 
Co., Bronx Blvd., 238th St., New York 
City 66. 


or a share in the ownership 





This advertisement is 
appearing in an 
important group of 
Mid-western Farm 
Publications 














Booklet on Formica 


Entitled, “What Formica Is,” this 
pamphlet tells how Formica is used 
in many industries, how it is made, and 
in what grades and types. It states 
that Formica is a laminated product of 
synthetic resins and paper or fabric, 
which has been cured into a hard, 
compact material by heat and pressure. 
The many uses it can be put to in the 
electrical industry are exploited, and its 
usefulness in chemical applications is 
explained. Its value in radio, automa- 
tive and X-ray machines, for plating 
equipment, for gears, and decorative 
purposes, is concisely shown and illus- 
trated. The different processes it must 
go through when it is made are ex- 
plained and many other interesting 
features concerning it are pointed out. 
The Formica Insulation Co., Cincin- 
nati, Ohio. 


Rotary File Co. 
Issues New Catalog 


Catalog features the company’s full 
line of standard shapes in hard-cut 
rotary files, together with a number of 
special designs. Also includes histori- 
cal sidelights on the development of 
modern hand-cut rotary files, and a 
description of the craftsmanship de- 
manded in their manufacture. This 
interesting, well presented material 
goes far toward explaining industry’s 
growing dependence upon hand-cut 
rotary file for clean up jobs, where 
accuracy and finish are required. All 
varieties of tooth cuts are shown, and a 
wide range of ingenious file shapes. It 
provides the production executive with 
a blueprint for his guidance in selecting 
the appropriate types of files for either 
ordinary or extraordinary applications. 
The Rotary File Co., Stratford, Conn. 





U.S. Booklet on Home 
Repair and Modernization 


Designed to act as a check list, this 
booklet, is intended to help the home- 
owner go over all parts of the house, 
and make a record of things that should 
be done. Covers all parts of the house 
from basement to roof, dealing specifi- 
cally with each room and with all heat- 
ing and other equipment and appli- 
ances. Home owner should devote 
sufficient time to the work to do a 
thorough job both inside and outside the 
house, and obtain estimates of material 
and labor costs. Copies may be had 
by writing the Bureau of Foreign & 
Domestic Commerce, Washington 25, 


D. C. 
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been found that will affect or remove by 6% by 6% in. Southwestern House- 
the polymerized impregnant in the hold Equipment Co., 1583 Merchandise 
wood. Will not injure workmen’s Mart, Chicago 10, Ill. 
hands. Stuart Industrial Service, 4603 —— 
ON W. Roosevelt Rd., Chicago 50, Ill. Optimism and Caution 
at General Utility aa +. is no need for a posi- 
war depression. Handled with 
Bond Box competence, our adjustment, after 
Recommended for safe keeping of war the war is won, should be an ad- 
this bonds, securities, and other valuables, venture in prosperity.” Baruch Re- 
neey: this box is made of 26 gage steel con- port, page 3—here is OPTIMISM. 
per struction. Has double reinforced front “Experience has taught us that 
tee on body, rounded corners, for extra our country will flourish best when 
t of rigidity, and a strong steel grip handle least hampered by Government con- 
bric, formed yes fit the hand. Hinge is the trol. . . . It is the job of Govern- 
built-in continuous piano type for long ne 1 
ard, ‘ ment to devise rules of the road, but 
way wear. Its durable baked enamel finish sie ike uaa AEE. alias Tan: data 
che is available either in olive green, brown, avel.” T e Re e 17 ‘ 
1 its or battleship gray, no selection possible. travel. grist teport, page fi-— 
. =! “Automatik” lock snaps shut preventing here is CAUTION. 
shia spillage of contents while carrying. Consumer Credit 
sng Faucet Handles Ng a? 
~ of Plastic Material 
us- 
Designed to be both light in weight, * 
7 and tarnish proof, these plastic handles HOMER G. SNOOPSHAW says: 
ting for faucets do not conduct heat. Han- “We aim to help you keep folks friendly by 
pany dles, which are durable, are available showing ’em how important batteries are to our 
cin- m< ee — They are — “— boys. These Burgess ads reach over 2 million 
akelite cellulose acetate. ade tor ” 
Repcal Brass Co., by the Plastic Die & baleny-ayees sheangtions: ane 7; 5. 2. 
Tool Corp., 2140 S. Vermont Ave., Los | 
Angeles, Cal. 
“ge | 
Impregnatex Stabilizes 
ae Wood Dimensions 
r of Designed to reduce delaminating 
ori- tendencies or direction of plywood, or 
of glued up lumber. It combinés with 
la the cellulose and lignin to form a 
de- chemically irreversible compound. 
This Green lumber is dipped in Impregnatex 
rial for six to seven minutes for each 4/4 in. 7 : 7 
ry’s thickness. Treated stock should be Water-tight Life-Saver Lights powered by 
-cut piled and placed in circulating warm dry Batteries have meant the difference 
1ere air to volatilize the solvent, vehicle and i between life and death for many of our 
All carrier. A  diffusion-penetration time merchant seamen . . . another reason why 
d i eb Nae shor) a paagenne ah mam there are less Burgess Batteries on the 
vith treated with the above procedure, as | home wom. hangar iyereaaectte 4 
ing should kiln dried lumber with the ex- ply by using them only when absolutely 
her ception that 8 to 9 minutes of dipping necessary... keep them cool and dry. 
ons. should be allowed. Plywood or ply- ‘ 
wood core should be dipped for a 
period of 3 to 3% minutes for each %4 
in., of thickness. A diffusion-penetra- 
tion period of 6 hours, for each %4 in. 
of thickness should be allowed and the 
on plywood should then be placed in a 
this circulating warm air for a period of 4 
me- hours for each % in. of thickness. Does 
1Se, not require skilled labor. Impregnant- 
uld control will not leach or effloresce. 





“Set” impregnant is insoluable in 








use 
cifi- “ae 
pat- 
pli- Latest News on ; 
rote | : 
PRIORITIES | 
the ail / BURGESS BATTERIES 
iad WAR-TIME ORDERS ie ey tay aera de snl 
= on page 58 | BURGESS BATTERY COMPANY, FREEPORT, ILLINOIS 
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BUY , .. NOW 


ALL ITEMS IN STOCK— 
ORDER FROM YOUR JjOBBER 


OFFICER'S 
BAG 


Ne. 8&8 Officer's 
































BABY SWING 


Ne. 96. They will be in big de- 
mand this spring and summer. 
Cash in om this item. Made from 
heavy washable Khaki Duck ma- 
terial. reinforced for long and hard 
wear In ordering specify No. 96. 


FAST SELLING 
SCHOOL BAGS 


No. 93 Pillow alip style; 
made from heavy duty 
Khaki Duck, sheulder 
strap style only. Apprex. 
size 10 by 18 inches. 


SPRADLING'S Inc. 
ST. LOUIS, MO. 















Give - to the 


age: 
Red L! Cross 


War Fund 
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LEATHER 
AND 
SADDLE SOAP 


DEALERS 


Sells readily for many uses. 
Cleans and preserves ALL kinds 
of leather, and imitation leather, 
except suede. Imparts a soft 
fine finish. In 6 oz. and 12 oz. 
cans. 




















ASCO CHEMICAL CO 


641 Lexington Ave., Brooklyn, N. Y. 











HARDWARE MENS 





Raising Holstein cattle for both profit and experiment has been the hobby for 
the past 12 years of Wilbur L. Bradock, manager, Avera Hardware, Wrens, Ga. 
During this time he has received many awards from county fairs and cattle 
shows for his excellent cows. Although he does not operate a dairy, his experi- 
ence from a herd of 10 cows enables him to give dairymen helpful information 
which has helped increase sales on dairy products in the store 50 per cent. 
Here’s Mr. Bradock with two of his Holstein cows, $120 worth of their milk and 
butter having been sold last year. 





Hardware is both a business and a hobby with Walter M. Hartke, Hartke Hard- 
ware Co., Cincinnati, Ohio, veteran hardware dealer, who is here shown with 
part of his collection of old time hardware and tools, which he exhibited at the 
Ohio Hardware Association convention last February. The lock, in the fore- 
ground, with key inserted, dates from 1600 and is of English manufacture with 
single dead bolt and Barron type of fins. The lock on the flat block of wood, 
dating from approximately 1650, has double bolts and is of English manufacture. 
Key operates bottom bolt, turn key upside down and it will operate the top bolt. 
These locks were used by putting on block and fastening block to door. Another 
item is an old-style wood brace, handmade with brass ends and dating back 
to about 1838. The wood router plane, made about 1839, was made by the 
original owner of the Hartke business which was established that year. 


HARDWARE AGE 














a eee ee ee ee ee ee ee 








yy for 
, Ga. 
cattle 
tperi- 
ation 
cent. 
- and 














LOUISIANA OFFICERS—Left to right: L. B. Portier, Jena, vice-president; Mrs. 
D. O. Mansfield, Jackson, Miss., acting secretary: J. V. Angelle, Lafayette, 
retiring president, and Harper Cox, Jonesboro, president. 


Louisiana 


NAME & PLACE —Louisiana Re- 
tail Hardware Association, Inc., 27th 
annual convention, June 14, 1944, at 
the Heidelberg Hotel, Baton Rouge, 
La. 


NEW OFFICERS — President, 
Harper Cox, Jonesboro, succeeding 
J. V. Angelle, Lafayette; vice-presi- 
dent, L. B. Portier, Jena; Mrs. David 
O. Mansfield, Jackson, Miss., acting 
secretary; advisers, J. V. Angelle, 
Lafayette, and J. S. Jackson, Den- 
ham Springs. Board of directors: 
John Neel, Gretna; Alexis Welort, 
Arabi; C. E. Parker, Shreveport, and 
P. W. Bordelon, Abbeville. 


ADDRESSES— Retiring President 


Convention 


Angelle delivered the opening ad- 
dress of the convention and Mrs. 
Mansfield presented the secretary’s 
report. An enlightening talk, “To- 
day and Tomorrow” was made by 
Hobart Thomas, NRHA’s director of 
service, Indianapolis, Ind., and C. J. 
O’Neill, president of the Mississippi 
Retail Hardware and Implement As- 
sociation, spoke on “Americanism.” 
“A Look Ahead” was the title of a 
talk by Clifton Rodes of Belknap 
Hardware & Mfg. Co., Louisville, Ky. 
Following the election, held at the 
banquet session, J. M. Walker, dis- 
trict manager, General Electric Com- 
pany, Atlanta, Ga., discussed “Mer- 
chandising, Today and Postwar.” 








FEDERAL WAR EXPENDITURES 





(BILLIONS OF DOLLARS) 





WORLD WAR | 





WORLD WAR II 


$293° 
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1940 - 1945 








SOURCE: U. S. TREASURY DEPARTMENT 
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Comparing our expenditures in two World Wars. 
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DU PONT 
SEMESAN CO. 


ANNOUNCES 


NEW — DIFFERENT — COLORFUL 
CONTAINERS 





| 


| 





i “Vi face” 
MOUS designer lifted the ; 
Ase the packages for this old reli- 


able line of agricultural aids, to help 


you move it faster than ever. " 
’t be 
These new packages won 
ready for all the Semesan ge 
until 1945. Push your present ms 
fall stocks so you can start the 


*” 
° “ * 
season with the new wardrobe 


Sorry, but shortages of labor, ma- 
terials and facilities prohibit our re- 
labeling or accepting return of carry- 
over stock for redressing. z 

No changes in the composition of 
the Du Pont Semesan ng 
They'll stilbbe the same effective dis- 
infectants—but with a smart, = 

sales-making line of packages. ave 
you ordered your 144 fall stocks: 


DU PONT SEMESAN COMPANY (inc.) 
Wilmington 98, Delaware 
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ORE SALES 


Double-duty is not the word for “Little Doc” 
Refrigerator Cleaner. It’s a triple-duty 
packet that homemakers will buy end buy re- 
peatedly. It CLEANS, POLISHES AND DIS- 
INFECTS, leaving the refrigerator clean and 
sweet. 


It retails at 10c,—same as its four companion 
products—Window Cleaner Concentrate, Rug 
\ and Upholstery Concentrate, 10- 
Minute Car Wash, Paint Brush 
Cleaner. Write for details of these 
“Little Doc” products. 







GUS. J. SCHAFFNER COMPANY 


534 CALIF. AVE., AVALON, PITTSBURGH PA 
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KEY BLANKS 


from 
“America’s Largest Exclusive 
Locksmith Supply” 


in ororing, use any stand- 
ard manufacturer's number. 
if the original blank is not 
available, we will endeavor 
to ship the proper substi- 
tute. 


WHITLOCK SUPPLY CO. 


7S 
CLIPPERS 


A COMPLETE LINE 











ASK 
JE Years Ryoulaliore YouR 
te Wee Trade JOBBER 


AMERICAN SHEARER MFG. CO, nasnua, mn. 


SKILLMAN 


Manufacturers 


Bt BUILDERS HARDWARE 


Locksets 
Cast Shelf Hardware 
A Dependable Product 
PROMPT SHIPMENTS 


SKILLMAN HARDWARE 
MFG. CO. 
Trenton 4, N. J., U.S.A. 

















THEY PULL—CLINCH—HOLD | | 
The outstanding fastener fer making, repairing | 
sereens, garden furniture, frames, ete. | 
ORDER NOW FROM YOUR JOBBER | 
SUPERIOR FASTENER CORPORATION 
Chicago (18) iil. | 








2949 Elston Ave. 





: Every sign sold is 

Sa snother display for you 
sal a1, REFLECTO LETTERS CO. 

MEE? 112 W. 27% ST. NEW YORK IN 
eeeeeeeeveeeveeeeeeeeeenene 








Let us help with your present and post 
war selling problems. 

We want additional lines to sell. 

Will cover nationally or exclusively the 
Midwestern territory. 

General and hardware jobbers, chain 
stores, department stores. 

Lines of housewares, china, glass and toys. 

Will sell on commission or will finance our 
own sales. 


V. H. WORMAN ASSOCIATES 
1584 Merchandise Mart, Chicago, Ill. 
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Mississippi Convention 


NAME & PLACE —The Missis- 
sippi Retail Hardware and Imple- 
ment Association, 38th annual con- 
vention, June 12, 1944, at the 
Heidelberg Hotel, Jackson, Miss. 


NEW OFFICERS —-President C. 
J. O'Neill, Jr., Vicksburg, succeed- 
ing J. R. Hill, Columbus; vice- 
vresident, P. H. Gates, Mendenhall; 
advisor, J. R. Hill, Columbus; act- 
ing secretary, Mrs. D. O. Mans- 
field, Jackson; board of directors: 
W. H. Fincher, Lexington; F. C. 
Rowland, Charleston; S. GC. Thig- 
pen, Picayune, and S. D. Goza, 
Houston. 


ADDRESSES —W. K._ Richard- 
von, Shapleigh Hardware Co., St. 
Louis, Mo.. in speaking of “Ou: 
Opportunities.” stressed first, a 
strong financial position, second, an 
attractive and well arranged store, 
third, service equipment and, fourth, 
trained salespeople. 

Mr. Richardson listed the im- 
provements in material that could 
be expected after the war. Plastics, 
he said, will replace other materials 
for many purposes. Glass manufac- 


‘ turers are experimenting with glass 


sinks, bath tubs and lavatories.” 
Fluorescent lighting, heating by 
radiation through walls and floors 
will be only a few of these. Steel, 
aluminum, and magnesium are ex- 
pected to compete keenly particu- 
larly with lumber and other mate- 
rials in construction. Improved al- 
loys and methods of fabrication, as 


well as new methods of air condi- 
tioning and refrigerations. 

Hobart Thomas, NRHA, Indian- 
apolis, Ind., in his talk on “Today 
and Tomorrow” said, “Despite the 
war, 1943 was the most profitable 
year in the history of hardware deal- 
ers. We may look forward to an 
even brighter future.” 

President-elect C. J. O’Neill, in 
speaking on “Americanism,” said, 
“There is an increasing tendency to 
make this a bureaucratic govern- 
ment and we are becoming more 
and more regimented.” The final 
address of the convention was on 
“Merchandising, Today and Post- 
war,” and was delivered by J. M. 
Walker, district manager of The 
General Electric Co., Atlanta, Ga. 


Canopy Emphasizes 
Fishing Tackle 


The sporting goods department at 
the Moon & Johnson store, Austin, 
Minn., has been individualized by a 
canopy over it bearing the legend, 
“Fishing Tackle.” Artificial baits 
are on a removable wallboard which 
is fastened to the wall. This makes 
for excellent display as the entire 
area is brilliantly illuminated. A 
glass enclosed case holds a variety 
of other articles of interest to the 
fisherman. Part of this section 
forms the backdrop of the main 
window of the store. Everyone en- 
tering the door sees this display. 








Officers of the Hardware Ass’n of the Carolinas 





Officers of the Hardware Association of the Carolinas, elected at the organi- 

zation’s 40th annual convention, June 6-7, 1944, at the Poinsett Hotel, Green- 

ville, S. C., left to right: John B. Gray, Wilson, N. C., second vice-president: 

J. D. Foster, Roebuck, S. C., first vice-president; Mrs. Sally Couch Masten. 

Charlotte, N. C., secretary: Jack Ellenberg, third vice-president: Arthur R. 

Craig, Charlotte, N. C., treasurer; S. T. Proctor, Fuquay Springs, N. C., 
newly elected president. 
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ARMSTRONG-~-BRAY 


GTEELGRIP 


Prompt deliveries 


x ADIN G - BRAY 
Wikécrip 
AB SOOKS 








both types! 


WIREGRIP’ Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss— every 
hook Saleable and usable. Made in 
6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins. 
Priority Business 

—is waiting on belt lacing at local 


plants, and schools. 
Write for Catalog 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
5348 Northwest Highway, Chicago, U.S.A. 











LETS ALL BACK 


THE ATTACK... 


WITH WAR BONDS! 
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Coming Conventions 
and Events 


American Hardware Manufac- 
turers Association meeting jointly 
with the National Wholesale Hardware 
Association, Oct. 16-19, 1944, at The 
Marlborough-Blenheim, Atlantic City, 
N. J. Charles F. Rockwell, 342 Madi- 
son Ave., New York 17, N. Y., is sec- 
retary-treasurer of the manufacturers’ 
association and George A. Fernley, 505 
Arch St., Philadelphia 6, Pa., is secre- 


tary-treasurer of the wholesalers. 


Housewares Show, July 24-28, 
1944, inclusive, in the ballrooms of the 
Hotel Pennsylvania, New York City, to 
he held under the personal supervision 
of Mrs. Flo English, Hotel Pennsylvania. 


National Retail Farm Equipment 
Association, National Food Produc- 
ing Equipment Conference, Oct. 10-12, 
1944, at the Knickerbocker Hotel, Chi- 
cago, Ill. Paul C. Mulliken, 207 Hotel 
De Soto Bldg., St. Louis, Mo., is execu- 
tive secretary. 


National Retail Hardware Asso- 
ciation Congress, July 25-27, 1944, at 
the Sherman Hotel, Chicago, Ill. Riv- 
ers Peterson, 333 N. Pennsylvania St., 
Indianapolis 4, Ind., is managing di- 
rector. 

National Wholesale Hardware 
Association, meeting jointly with the 
American Hardware Manufacturers As- 
sociation, Oct. 16-19, 1944, at The 
Marlborough-Blenheim, Atlantic City, 
N. J. George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is secretary-treas- 
urer of the wholesalers. Charles F. 
Rockwell, 342 Madison Ave., New 
York 17, N. Y., is secretary-treasurer 
of the manufacturers’ association. 





Correct Answers to 
“Test Your Hardware 
Sense” 
(Questions on Page 40) 


1—Answer. Rate of stock turn is 
the number of times that the average 
stock is sold and replaced during a 
period. The annual rate of turn—the 
number of times a stock is sold and re- 
placed in one year—is used for analysis 
and comparison purposes in most retail 
companies. 

2—Answer. Both sales and inventory 
values must be on the same basis. Sales 
and inventory must be at cost which is 
the best basis for the small store. Turn- 
over can also be figured when sales and 
inventory figures are on a retail basis. 

3—Answer. (a) 3 to 5 times; (b) 
1% to 2% times; (c) 9 to 10 times; 
(d) 2 to 4 times; (e) 2 to 3 times. 

4—Answer. This term means 2 per 
cent of the face value of the invoice may 
be deducted as a cash discount if paid 
10 days after the “end of the month.” 
If the date on an invoice was July 10, 
the E.0.M. dating would give the dealer 
until Aug. 10 to pay the bill and re- 
ceive the discount. 

5—Answer. None. Invoice must be 
paid before Oct. 10 for the dealer to 

receive the 2 per cent discount. 








Call Ryerson when 





you need steel — any kind, shape, 






or size. Large stocks are available 






at ten convenient plants. Ask for 






a Ryerson Stock List —your guide 





to quick shipment of steel. 







Principal Products Include: 





Bars « Shapes « Structurals + Plates « Sheets 
Floor Plates «+ Alloy Steels « Stainless Steel 
Shafting + Screw Stock « Wire « Mechanicel 
Tubing + Boiler Tubes « Reinforcing Steels 
Tool Steels « Babbitt « Nuts « Bolts « Rivets 
Welding Rod « Etc. 


JOSEPH T. RYERSON & SON, Inc. 


Plants at: 
CHICAGO, MILWAUKEE, ST. LOUIS, DETROIT, 
CINCINNATI, CLEVELAND, BUFFALO, BOSTON, 
PHILADELPHIA, JERSEY CITY 



















For STRENGTH 
SPEED « SAFETY 


RECOMMEND 


_ PAINE 


TOGGLE 
BOLTS 


For Use 
Hollow Material 
Install with PAINE 

TOGGLE BOLT CLAMP 


,Clamp Cuts iIn- 
stallation Time in 
Half and Saves 
_ the Fingers. 












FREE 
WITH EVERY 
BOX OF PAINE TOGGLE BOLTS 
Ask Your Jobber or Write for Catalog 
THE PAINE CO. 
2963 Carroll Ave. 





Chicago 12, Ill. 


Offices in Principal Cities 


‘PAINE : 


Morte 4114 2) 
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| __Clansified Adwentining Rater | 





Help Wanted. Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... .08 


Positions Wanted 


(Special Rate) set solid, maximum, 
Se TBE ccacncddscccscccscccece $1.00 
"Each additional word....... oo §6— oS 
Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
Gad GD cacecccccssseecce eceees - $6.00 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10 % off. 
Due to the special rate, these discounts do 


not apply on Position Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
mot currency or stamps. 


Samples of Merchandise, Literature, Cata- 
logs, etc., will not be forwarded te boz 
number advertisers unless accompanied by 
sufficient postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 wks. 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 








Essential Workers Need Release Statements 








MANUFACTURER'S AGENTS 
pay open for eultete men pe oo will > 


sali The The improved proved Super * pril-Grinding A ‘Attachment 


et oe toa Dritle. t from & 1 1/16 inch. 
R to dont work. Prove 
A on We est mn "Statement by availability rm 


aa A. D. McBURNEY 
939 West 6th St., Los Angeles 14, Calif. 








WE NEED ONE ADDITIONAL LINE 


for Jobbers, Chains and Department 

Stores for Missouri, Iowa, Illinois, 

Nebraska, Kansas and Oklahoma. 
Herman “, Pee & Associates, 


301 Forest, 
St. Lovis 19, Mo. 








HARDWARE FIRM 30 MILES FROM 
PITTSBURGH wants HARDWARE 
MERCHANDISER familiar with Hard- 
ware, Paints & House Furnishings. Will 
have charge of Sales and Store Displays. 
State age, experience, education. This 
is a permanent position with a future. 
War workers need availability state- 
ment. 

Box H-472, care of vaney ee: AGE 








ddress 
100 East 4ind § Street, New York {7 





FOR VOLUME BUYERS, SPECIAL CLOSE- 
OUT PRICES ON Doll Cradles, Baby Swings, 
Peg Boards, Wooden Rolling Horses, for Infor- 
mation, Address Box H-474, care Harpware Acz, 
100 East 42nd St., New York 17, N. Y. 





SALESMEN WANTED TO SELL ROOF. 
NG on Commission basis calling on Hardware 
Stores in the State of Connecticut. Statement of 
availability required. Address Box H-451, care 
< aeeveas Acg, 100 East 42nd St., New York 


ACCOUNTS WANTED 


Manufacturers Agent well and 
favorably known among Mid- 
west Hardware Wholesalers, 
Mail Order Houses and Chain 
Store Groups wants additional 
accounts of merit. Good repre- 
sentation assured desirable 
lines. 


Address Box H-457, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











DEPENDABLE WHOLESALE CHICKS— 
50,000 WEEKLY. Year round hatches. 18 
Purebreeds & Crossbreeds. Postal brings litera- 
ture STANDARD HATCHERIES, 121 W. 
Third St., Terre Haute, Ind. 





NATIONAL SALES ORGANIZATION 
ESTABLISHED 1927 WISHES Additional 
Lines. Covering Hardware, Mill Supply, Elec- 
trical, Automotive Fields. Interested in all open 
territories. Address Box H-464, care of Harp- 
—. Acz, 100 East 42nd St., New York 17, 





MANUFACTURERS’ AGENT, COVERING 
SOUTHERN OHIO, W. Va. and Kentucky 
would like several items of merit for the hard- 
ware and lumber trade. With or without priority, 
but must have post-war possibilities. Sell- 
ing only best accounts. No collecting. Draft 
exempt. Best references. Address Box H-461, 
care of Harpware Aceg, 100 East 42nd St., New 
York 17, N. Y. 





WANTED—MANUFACTURERS’ AGENTS’ 
CALLING ON hardware, paint, lumber, house 
furnishings dealers and jobbers to sell nationally 
known waterproofing products. Very interesting 
proposition for live wire. Statement of availa- 
bility required. Address Box H-463, care of 
Resewees Acgz, 100 East 42nd St., New York 
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EXPERIENCED HARDWARE MAN would 
like to connect with progressive manufacturer’s 
agent or manufacturer desiring intelligent, aggres- 
sive representation—any part or all of the South 
—now or after—age 39. Address Box H-470, 
care of Harpware Ace, 100 East 42nd St., 
New York 17, N 4 





SALESMEN 


Manuf: desir to carry line of round 
leather pelting. al Pa leading quality, as a 
sideline, to be to hardware and mill supply 
dealers. Excell le ample line fits 
pocket. Commission basis only. Write references 
cad state territory covered. Letter will be held in 
strict confidence. 
Box 318, 217 7th Ave., N. Y., N. Y. 
of lity required. 

















BUYER 


Experienced — Tools — Shelf Hardware — House- 
wares—For Young, Growing Philadelphia Jobber. 
Must Know The Business. Good Op nity 
For Someone Willing To Grow With Busi- 
ness. =o With Full Particulars To 
Box H-468, care of HARDWARE AGE 
100 East 42nd 8t., New York 17, N. Y. 
Statement of availability required. 











FOR SALE, ESTABLISHED HARDWARE 
STORE in Town of 1600 Population, having a 
factory payroll of $3,000 weekly, good country 
trade between Columbia, S. C. and Augusta, 
Ga. Will rent or sell store, and sell merchan- 
dise’ at wholesale prices for cash. Address Box 
H-466, care of Harpware AGe, 100 East 42nd 
New York 17, N. Y. 





EXPERIENCED SALESMAN DESIRES 
CONNECTION SELLING builders’ hardware, 
floor waxes and polishes. At present located in 
New York. Would like to cover territory in 
Los Angeles or Southern California. Own car. 
Best references. Address Box H-465, care of 
Harpware Ace, 100 East 42nd St., New York 
. BF. 





RETIRED ARMY MAJOR, age 39 years, not 
incapacitated, married, with one son, wishes to 
return to the hardware business now that his 
army service is over. Has just returned from 
two years active service in the South Pacific area. 
Brought up in retail hardware business in mid- 
west, has managed independent and mail order 
branch stores enjoying large vol , has 
fully merchandised major appliances, etc. Seeks 
executive position with wholesaler or manufacturer 
or large retail operator. Excellent references 
available. Write Maj. Howard J. Beebe, care of 
Harpware Ace, 100 East 42nd St., New York 
17, N. ¥ 
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NOTICE—Classified Forms Close Three Weeks Previous to Date of Publication 





Essential Workers Need Release Statements 











POST WAR PLANNING 
One of Eastern Canada’s Leading Hardware Broker- 
age Firms, Established 1918, Handling Outstanding 
American, Canadian and British Lines, Would Con- 
sider Adding Another Outstanding American Manu- 
facturer to Their Present List of Principals. The 
Advertiser Has Soundest Banking and Commercial 
Rating and Contacts the Jobbing and Industrial 
Trade in Ontario, Quebec and the Maritime Provinces, 
Further Information, etc. Please reply to 
Box H-458, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








DISPLAY MANAGER WANTED 


One of the largest retail hardware stores in New 
England wants a man experienced in display work, 
window trimming and sign painting. An excellent 
opportunity and good salary for a capable man. 
Statement of availability required. Write to— 


CARLISLE HARDWARE CO. 
Springfield, Mass. 











DISTRIBUTOR—Interested in acting as dis- 
tributor or manufacturer’s representative for New 
York City and any parts of the eastern seaboard. 
Have numerous contacts with department stores, 
hardware dealers and jobbers and with public 
utilities and various manufacturing plants. If 
unable to make deliveries at present, interested in 
discussing post war representation. Address— 
he Wolff, 420 Lexington Ave., New York 





ADDITIONAL LINES WANTED. ESTAB- 
LISHED MANUFACTURERS’ REPRESEN- 
TATIVES covering the hardware, chain and de- 
partment store trade in the Southeast want one 
or two additional good volume lines. Correspond- 
ence from reliable manufacturers invited. Com- 
plete information and references on request. 
Address LUKE SEAWELL, INC., P. ‘O. Box 
1353, Atlanta 1, Georgia. 





TWENTY YEARS’ EXPERIENCE: South- 
eastern, Southern, Southwestern States, selling 
promotional operations. Wide acquaintance with 
hardware trade (retail and jobbing). Interested 
with large manufacturer; ANY territory in Un‘ted 
with large manufacturer: anv territory im United 
States. Prefer troin-hu: traveling “ idress Pinx 
H-471. care of Harnwerr Aar, i090 Fast 42nd 
St.. New York 17. N. ¥ 





Distribution — Present and Postwar 
Established — Reliable — Aggressive 


Selling Agents 
ANCO CORPORATION 


Pittsburgh, Penna. 


Branch Offices 
New York — Philadelphia — Detroit 
Chicago — Cleveland — Louisville 
Covering all classes of jobbers. We will 
carry the accounts or you ean bill direct. 
Write for further information and 
references. 











SALESMAN FOR SOUTHEASTERN TER- 
RITORY AVAILABLE. Well acquainted with 
southern hardware wholesalers’ selling and buying“ 
staffs. Was jobbers salesman and sales manager. 
Now represents nationally known manufacturer. 
Prefers line sold through wholesalers, specialized 
in cutlery tools, could handle any lines sold 
through hardware channels. Address Box H-404, 
care of Harpware Acer, 100 East 42nd St., 
New York 17, N. : 





WAR TIME DOG FURNISHINGS FOR 
Prompt Delivery. We require experienced sales- 
men. Only those with established dog furnishings 
clientele considered. With assurance of confidence 
give full details of past activities and describe 
in detail territory covered. Statement of avail- 
ability required. Address P. O. Box No. 29, 
Frederick, Maryland. 





WANTED — ONE PORTO-GABLE FLOOR 
Sanding Machine and One Floor Edger. Write 
Spencer Bros., 917 Richmond Avenne, cor. Ferest 
Ave. Port Richmond, 1, S. T., N. Y. 





HARDWARE AND MILL SUPPI.Y CLERK 
EXPERIENCED. Statement of availability re- 
euired. Anply 27-49 Jackson Ave., Long Island 
City, N. Y. 





| WANTED — SALES MANAGER 


Must be accustomed to traveling. Wanted by manu- 
facturer of paint specialties and waterprootings. 
Must have good following and be man of action. 
Our products are nationally distributed. State quali- 
fications. Salary and commission. 
Address Box H-473, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 
required. 


Statement of availability 








YOUNG MAN 


WITH SOUND BUSINESS EXPERIENCE and 
good financial backing would like to invest and 
participate in established business, or will buy 
medium size manufacturing business, mill supply or 
retail store. Particularly hardware or allied lines, 
In U. 8. or abroad. Must stand investigation. 
Address Box H-469, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








LINES WANTED. WE _ ARE _INTER- 
ESTED AS FACTORY REPRESENTATIVES 
IN ITEMS THAT CAN BE MERCHAN- 
DISED THROUGH THE WHOLESALERS, 
HARDWARE, ELECTRICAL, AND_ DRUG, 
FOR THE FOUR SOUTHWESTERN 
STATES: TEXAS, OKLAHOMA, ARKAN- 
SAS, AND LOUISIANA. HAVE BEEN IN 
THIS MARKET MANY YEARS AND KNOW 
ALL THE OUTLETS. ADDRESS BOX 
H-467, CARE OF HARDWARE AGE, 109 
EAST 42ND STREET, NEW YORK 17, N. Y. 





SALESMAN AVAILABLE AS MANUFAC- 
TURER’S REPRESENTATIVE FOR THE 
STATE OF OHIO. PREFER LINES SOLD 
EXCLUSIVELY TO WHOLESALE _ HARD- 
WARE JOBBERS’ ORGANIZATIONS. _ 20 
YEARS’ EXPERIENCE. AGE 40. ADDRESS 
BOX : H-475, CARE OF HARDWARE AGE, 
100 EAST 42ND ST., NEW YORK 17, N. Y 





MARDWARE SALESMAN WITH MANY 
YEARS’ successful traveling experience with 
Tobher. desires contact with Jobber or Manufac- 
turer wishing to cover Central and Western New 
York State. Available any time or arrange for 
post-war service. Address Box H-462. care of 
iF Ace, 100 East 42nd St., New York 
+ a ay 
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Buy MORE Than BEFORE! 
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© WATCHES * DIAMONDS 
* OPTICAL, SPORTING 

AND LEATHER GOODS 
© CHINAWARE ® TEXTILES 
© NOVELTIES * GIFTWARE 
if you are in need of popular, timely items, you 
need the Hagn Flyer! Issued regularly, they show 


seasonable lines available for immediate delivery. 
WRITE FOR YOUR COPY TODAY 


OP ccstes HAGN COMPANY 










WHOLESALE DISTRIBUTORS SINCE 1911 | 





217-223 WEST MADISON ST., CHICAGO 6 > 











“MINNI-SAC™ KEEPS BAIT ALIVE 


NEW—Nothing like it on the market. 
Made of waterproof fabric with top 
of strong cotton netting. Steel rings 
at top and bottom. Remains erect 
when full of water. Collapsible to 
one inch in height. Keeps bait cool 
and active. May be hung from belt 
or shoulder, also from side of boat, or 
from door handle of auto. Ideal for 
many kinds of bait. Two sizes, rea- 
sonably priced. Write for folder 
and trade prices. 


M-D MFG. COMPANY 


609 So. 8th St., Cambridge, Ohio 



















DIVISION OF THE STANLEY WORKS 
NEW BRITAIN, CONNECTICUT 


STANLEY TOOLS 


Genu!™® TJQMES 0 SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 
40c SET - 10c SET - 10c SET VE FURNITUI 















SAVE FURNITURE 
& FLOORS - CREATE QUIET 










4 Look for name 
TO A “Domes of Silence" 
SET 


Insulated Cushion Glides 





Domes of Sil — 






For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 














Ask your Jobber. If he 


DOMES of SILENCE. Inc. 





Kdwenrtisernr 





Acme Steel Co. ay 
Allen & Co., Inc., SL. ........... 54 
Allen Mfg. Co.,° Nashville, Tenn. . 69 
American Chain & Cable Co., Inc. 89 


American Chain Div. ......... . 89 
American Shearer Mfg. Co. ...... 8&4 
American Steel & Wire Co. ....... Il 
Ames Baldwin Wyoming Co. ..... 10 
Armstrong Bray & Co. ........... 85 
Asco Chemical Co. ..... oo 
Atlas Tack Co. .......... .. 2 
Automatic Products Co. .... 68 
B 
Berea Abrasives ........ 67 
Briddell, Inc., Chas. D. ..... 63 


Bridgeport Hdwe. Mfg. Corp., The 61 


| Burgess Battery Co. (Battery Div.) 8! 


t 


Cc 

Central Tool Co. ...... ee 

| Century Metalcraft Corp. . 4 

| Champion Hardware Co. . voce 

Chicago Die Casting Mfg. Co. 72 

| Chisholm-Ryder Co. ....... oe 

Clemson Brothers, Inc. ... a 

Cleveland Chain & Mfg. Co. . 14 

Columbian Rope Co ....... . 89 

Cory Glass Coffee Brewer Co. .. 5 

Cyclone Fence Div. pS - e 
D 

Dazey Corp. ........ icetaaeaceatie 

Dearborn Stove Co. co 

Domes of Silence .. 88 

Du Pont Semesan Co., Inc. ... 83 
E 

Eagle Lock Co. ... ‘ 9 

Economics Laboratory, Inc. .. 75 
F 

OT ere 16 
6 

Goulds Pumps, Inc. paltakiancea ae 

Great Neck Saw Mfrs., Inc. — 
H 

Hegn Co., Joseph ... 88 

Hanson Scale Co. . : 76 

Hazard Insulated Wire Wks. 66 
! 

Independent Lock Co. ............ 23 
J 

OmOeNen BORE: GO... «20006625...%5. B 

Juvenile Health Products Co. . 7 





K 
Kaul Importing Agency, Inc., Leo 6 


Kay-Tite Company ................ 6 
Keystone Steel & Wire Co. ....... 80 
L 
Leech Products Co. , 1. @ 
Libbey-Owens-Ford Glass Co. .... 4 


M 
M-D Manufacturing Co. .......... 88 
A PPE rr Sree eee 17 
DEE CE MIR, sk iccdcescctctocns Oe 
Miller, Inc., Robert E. ........... ee 
Reers Falls Ge. on sisccccscccccs 89 
Milwaukee Lace Paper Co. ....... 62 
ee Bits Br 00s cscveciccnss 72 
Myers & Bro. Co., F. E. .......... 15 
N 
See GE Re a icv dencdsscses 77 
National Screw & Mfg. Co. ...... 91 
 & & SPE ererrer 89 
Nicholson File Co. .....,.......- 18 
° 
I MG OE | o covtcngncasonas 66 
Oster Mfg. Co., John ............. 20 
Pp 
I SR a EIR asso sanin ss nialedenbb agi 85 
a. Serer 50 
Se Wa Wh. ie wr ccccncdnanedee 5! 
Premax Products Div. ............ 77 
Puritan Cordage Mills ............ 60 
a 
rey ee 1 
Reflecto Letters Co. ............... 84 
Remington Arms Co., Inc. ........ 35 
Republic Steel Corp. .............. 79 
Se GES oak cds cece cues 39 
Riegel Textile Corp. .............. 6 
Rockford Brass Works ........... 12 





Russell, Burdsall & Ward Bolt & 
ee MS adniiwe ealg attend aaalikteracs 
Ryerson & Son, Inc., Jos. T. ....... 85 
s 
Schaffner Co., Gus J. ............ 83 
Shapleigh Hardware Co. ......... 92 
REEL fica sainatbnennadatewaads 5! 
Skillman Hdwe. Mfg. Co. ........ 84 
Same, Wne., Eanes BP... ccccccce. 89 
Sele Products Corp. .....cccee00% 76 
MN I IN SP Sade cxcsscadeacdnas 89 
a AR 82 
Stanley Tools ... eer e een ee 88 
Superior Fastener Corp. .......... 84 
T 
Tenneesse Valley Associates ....... 59 
Wet BO GS cs oc vc cccccesaccs 45 
EEE ddsecdandsncrcemacwess . 9 
U 
Union Hardware Co. ............. 55 
Union Steel Products Co. ......... 12 
United Gilsonite Laboratories .... 47 
United States Plywood Corp. 
(Weldwood Div.) ............... 43 
United States Steel Corp. ........ i 
Vv 
Vaughan & Bushnell Mfg. Co. ... 75 
RE CLG, cncicneccbbudoascee 73 
Ww 
Whitlock Supply Co. ............. 84 
Whitney Carriage Co., F. A. ..... 65 
Lo ere 2 
Worman, VY. H. Associates ........ 84 
Y 
Yale & Towne Mfg. Co. .......... 3 
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Your s will d d SOSS 
INVISIBLE HINGES because of the 
flush, streamlined effect these hinges 
provide for doors, panels and cabinet 
work of all kinds. Nationally adver- 
tised in the Saturday Evening Post 
and Architectural Journals. It pays 
to stock them. Write for information. 


SOSS MANUFACTURING COMPANY 
21779 Hoover Read + Detroif 13, Michigan 








PRODUCTS 


GENUINE AJE' 





y ¥ 4 L 2 y 7 
OLandaré ee here 


BARN EQUIPMENT 
Cattle Stalls, Stanchions, Pens, Water 
Bowls, Milking Stools, Feed Carriers, 
Feed Trucks, Litter Carriers, Cork Brick, 
Steel Columns, Ventilation, etc., etc. 


-—- __- 





Established 1879 


atso HAYING TOOLS anp 
"4 HARDWARE SPECIALTIES 


“Guaranteed to satisfy the user” 


THE NEY MFG. CO., CANTON, O. 


BRANCH HOUSE - COUNCIL RAUFFS, IA 









































AMERICAN CHAIN & CABLE CO? 
AMERICAN CHAIN DIVISION, YORK, PENNSYLVANIA — fe ct 







‘COMPANY, Inc., BRIDGEPORT, CONNECT! 














If you’re a city fel- 
ler you don’t know 
how a leech sticks 
— but if you’ve ever 
been to the “ole 
swimmin’ hole”— 
you know how a 
leech sticks. 





FLUID CEMENT 


REG. U.S. PATENT OFFICE 1932 


We believe Leech Cements, including a special Model 
Builder’s Cement, have moreall around uses than any 
other cementon the market. Attractively packed and 
carded in sales-compelling displays—carries good mar- 
gin for both retailer and jobber. You can add it to 
your line at a profit. Drop us a postcard for prices. 


LEECH PRODUCTS CO. Box 243-C Hutchinson,Ks. 














When You Know The Trade-Name 


of the product you want, the quickest way to 
determine: “Who Makes It?” is to turn to the 
General Directory Section of the Merchandise 
Directory Number of HARDWARE AGE and 
you will find the trade-name listed alphabeti- 
cally under the product heading of the item in 
question. Alongside the trade-name you will 
find the name of the manufacturer. Alphabeti- 
cally arranged in the same list you will find 
the firm name and address. 


HARDWARE AGE 


100 East 42nd Street New York City 














Complete 





woop 






LANDON P. SMITH, INC., Irvington, N.J., U.S.A 










Working full-tilt on war contracts, 
Columbian is nevertheless able to 
produce limited quantities of rope 
for civilian use, from the best pos- 
sible fibre authorized by the 
United States Government. In 
war, as in peacetime, it pays to 
use Columbian. 






COLUMBIAN ROPE CO. 


Auburn, ‘The Cordage City, 








Millers Falls complete line of 
screw drivers; plain, auto- 
matic and ratchet in all sizes 
—one for every job, are now 
available in limited quantity. 


Shown here is the famous Spiral 
Ratchet, with automatic return. Par- 
ticularly designed for easy one-hand 
operation, the handle springs back 
after each stroke. Three sizes of 
special analysis steel blades fur- 
nished with each screwdriver. 





Place your trial order ‘now. 


| MILLERS FALLS COMPANY 
an GREENFIELD, MASSACHUSETTS 













MILLERS FALLS 
oOOL 


PUTTY POINT DRIVER 






GLAZIERS 


urreR MG Devily 
CUTTERS Rod KNIFE as a“ Ne. 2 
No. 7 There are no substitutes for quality PI 1% = C4, = 
024 SS stock and sell genuine RED DEVIL tools at 7 = PASSD) 
No. 50 Catalog Aveilable LA Tike. 





/s SCRAPER 
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and 
able benefits of th he -yi'the system that brings 

the proved advantages of t mode ern } but Hon to iadianaiieel 

distributors and retailers of hard lines, toys, furniture and home 

~ appliances... the system that insures the maximum volume of sales and 
* increased net profits... the system that builds an impregnable competitive 
position for distributors and retailers. Mail the coupon 


Wak Coupon How! now for a free copy of this vital-to-you TRU-TEST booklet! 


een ewan ee enw ew ewe ee ee eee ee ae oe ee oe 
Tru-Test 
Merchandise Mart 
Chicago 54, Illinois 
Please send my free copy of the TRU-TEST 
booklet. 


wee ee eee ee E COOP OE EO COCOCEOO OOOO OS CTT | 
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Merchandise Mart . Chicago 54, Illinois 
Eastern Offices: 225 Fifth Avenue, New York 10, N. Y. 





Seeees oe eeoee — 


HARDWARE AGE 








If you can’t sell them Phillips Recessed Head 


Screws, at least you can sell them slotted 





screws that are made right . .. Here are some 


common faults to look for in Slotted Screws... 


HEAD BREAKS DRIVER SLIPS DRIVER CAN’T ENTER HEAD BREAKS WORK MARRED 


Don’t make the common mistake of assuming that 
“screws are just screws’—all pretty much alike—re- 
gardless of who makes them. Quality varies widely 
even in the common wood screw, and it makes a lot of 
difference to your customers. 

If you don’t want to be “cussed out” for selling 
“lousy” screws, insist on the screws you handle having 
clean slots of the right depth, properly centered, free 
from burrs, with good threads and points. You will 
save your customers many broken heads and marred 
jobs, and yourself many complaints. 

The enlarged photographs above picture a number 
of the common faults actually found in a single purchase 
of commercial screws NOT made by National. 





SHAPLEIGH HARDWARE COMPANY 
Since 1843 


SHAPLEIGH HARDWARE COMPANY 


>1.LOUIS 


Shapleigh National Series Number 2429 











